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Ye Olde Maine —Almanac For 1951 





Q. Please define old bachelors? 





Sum friend told John to travel, 

Twelve miles on the bump esch day, 
Before he et enny breakfast, 

And not loiter upon the way. 
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RESOLVE - Sell Union Mutual 
Insured Savings Plan 
SLIPPERY - Good t:me to sell 
Union Mutual Non-Can $& A 


Income Tax Time - review of 


business reveals need for 5 
ae 


Business Insurance 


SPRING - renewed vitality for 
selling Union Mutual ig 
Risk 


Union Mutual Double 
Protection Plan sells easily 


WEDDINGS - Need o, ‘ 
Family Income 


VACATIONS - Siisieniean ‘ 
Plans provide future vacations 


Back to work - ideal Program- 
ming time 

SCHOOL AGAIN - sell Union 
Mutual Juvenile Insurance 
New Homes ready - Mortgage 
Retirement protects family 
Group and Wholesale make fine 
Xmas gifts for employees @ 


be Merrie 





Union Mutual representatives never go 
unprepared. Year after year they work 
steadily to their goals, fortified bay ‘Prac: 
tical, down-to-earth sales train- 
ing. In Home Office and field- 
schools,* the Union Mutual 
il ace teas 
man learns plain facts in a downeast way 
about all forms of Life and Non-Can pro- 
tection — and how to promote them 
profitably. New representatives are ra- 
pidly given a sound footing in advanced 
=, “se 
Z* forms of selling — business 
“<= insurance, programming, es- 
‘= tate analysis and planning. 
At all times Union Mutual men are sup- 
ported by complete sales kits, the $Z 
S58 


Mle wwe 


most modern in the business. 


*UM representatives have the benefit of 
three training courses — namely, Intro- 
ductory Training Course. Advanced 
School — Part I and Advanced School 
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“1. One of the Strougest 





Financial Tustitutions tu the World” 


Excerpts from The Mutual Life’s 108th Annual 
Report to its 1,000,000 policyholders. 


* “The Company in 1950 enjoyed another 
year of highly successful operations. Its net 
ees gain for the year was $29.2 millions. 





* “The Company has adopted a substantially higher scale of 
dividends to policyholders for 1951 . . . an increase of... 
about 20% over the 1950 figure. 


* “At the year end, Total Surplus Funds amounted to $185.2 
millions, equivalent to 9.77% of the Company’s obligations 
under its policy reserves and funds held on deposit. This is 
one of the highest ratios of Surplus to obligations main- 
tained by any major mutual life insurance company. 


* “The Mutual Life today is one of the strongest financial 
institutions in the world. This strength was built up through 
the adoption of conservative policies that have been con- 
tinuously followed for the last decade ... As a result of 
this, the Company is in an unusual position to withstand 
any of the shocks that another war might bring. 


* “Investment holdings are widely diversified from a geo- 
graphical standpoint. They include hundreds of millions in 
government, public utility and industrial securities, and 
more than 59,000 individual mortgage loans on properties 
in all parts of the country. 


* “During 1950, benefits to policyholders and their bene- 
ficiaries amounted to $121.5 millions, including dividends 
... More than 99% of all death benefits last year were paid 
within 24 hours of the time proof of death was received at 
the Company's Home Office. 


* “New insurance issued by the Company in 1950 totalled 
$291.8 millions, an increase of 9% over the 1949 figure.” 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


*s, > 
Pim ae® 
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More Opportunities 
to Invest Than 
Companies Can Use 


Conversion to U.S. 234s 
Will Take Up Slack 
for Several Months 

By DONALD J. REAP 


NEW YORK—An increasingly tight 
supply of lendable funds, almost un- 
precedented for some companies and 
expected to last for several months, 
confronts life company investment de- 
partments. 

This situation is the dominant invest- 
ment result produced by company con- 
version of about three-quarters of their 
holdings of the 2'44% government bonds 
eligible for the Treasury’s new issue of 
non-marketable 234% securities. 

A cause for the tightening of the 
money supply is the still outstanding 
large volume of commitments to make 
mortgage loans brought about by the 
home building splurge induced country- 
wide last fall in an effort to build be- 
fore the new housing regulations became 
effective. 


Corporate Demand Continues 


Similarly there are large commit- 
ments in the corporate field to finance 
expenditures for plant and equipment. 
The demand of corporate borrowers for 
funds is still large and gives evidence 
of continuing throughout the year. 

For several years past the continued 
growth of premium and investment in- 
come as the business expanded, substan- 
tially assisted by the continued reduc- 
tion of government bond holdings from 
almost half to less than one-fourth of 
total assets, enabled companies to meet 
most borrowers’ demands. The sale of 
governments alone produced more than 
$10 billion for private loans in the last 
few years. 


Converted $2,600,000,000 


Companies rendered themselves for 
practical purposes non-liquid to the ex- 
tent of $2,600,000,000, according to In- 
stitute of Life Insurance, by their 
conversion to the new bond issue. The 
234s are exchangeable for five-year 
1%% notes, selling at about 98. At that 
price a company loses money by drop- 
ping its 234s. 

Additionally, however, the removal of 
the peg from the price of governments 
by the federal reserve has dropped all 
governments below par. Since companies 
bought most of their governments at par 
or better, the removal of the support 
has produced a cooling, if not freezing, 
effect on holdings of all governments. 
The total life company portfolio of gov- 
etnments, aside from the new 234s, is 
in excess of $10 billion. 


COMPLICATIONS 


Formerly companies knew they could 
sell their governments, if necessary, to 
meet new commitments. Now the prob- 
lem isn’t as easy. 

An investment man has to balance 
the merit of a loan opportunity against 
the loss he’ll have to incur by disposing 
of his governments to meet it, unless 
he has newly available money. 


Only if the result shows that the 
(CONTINUED ON PAGE 24) 








Dunning Tells How 
and Why New York 
Life Enters A. & H. 


In the initial stages of its venture into 
the A. & H. field, New York Life will 
concentrate on commercial coverage with 
commissions on non-level basis, James 
D. Dunning, director of accident and 
sickness sales for the company, de- 
clared at the A. & H. meeting of 
L.I.A.M.A. at Chicago. Mr. Dunning 
said that New York Life will not try 
to develop agents specializing in A. & H. 
sales, nor will it accept the brokerage of 
A. & H., but will concentrate on this 
field merely as a supplement to life in- 
surance sales. He said the company has 
not closed the door to issuing disability 
income on some form of non-cancelable 
basis, but that this is not a field for a 
newcomer. 


Gives Reasons for Entry 


The first program of the New York 
Life will have three accident and two 
sickness policies of the schedule type 
with considerable flexibility. The com- 
pany hopes at the outset or shortly 
thereafter to have an accident depend- 
ent coverage rider and hospitalization 
policies for individuals and families. 

Mr. Dunning gave as reasons for entry 
into the field the fact that if private en- 
terprise fails to provide widespread cov- 
erage, the government may step in to 
fill the vacuum. Also the company has 
recognized that the addition of A. & H. 
to the sales kit will enable agents to 
increase their volume without an appre- 
ciable increase in time or effort ex- 
pended. It will be of material assistance 
to new agents who are just entering the 
business and help them get on an 
income-producing basis more quickly. It 
will be of special interest to the many 
agents who are package sellers, because 
it gives them a more complete and at- 
tractive package. It should act to re- 
juvenate some of the older agents and 
will give all agents an opportunity to 
revisit old policyholders, he declared. It 
will help agents in the sale of business 
insurance, because there is a need for 
accident and sickness sales in this field. 

In training its field force for the new 
step New York Life is concentrating on 
getting the story across to managers 
first. 


Non-Level Premium Trend 


One of the most touchy problems 
agencywise that must be solved early 
in entering the field is whether to have 
a level or non-level commission scale, 
the speaker stated. In making a survey 
of the present practices of companies, 
New York Life found that a great ma- 
jority use the level commission method 
of compensating agents. On the other 
hand, many of the life companies and 
some of the largest writers of personal 
accident and sickness use non-level com- 
missions. The trend seems to be toward 
the non-level commission scale, as seven 
out of eight of the recent entrants into 
the field have adopted this method, he 
declared. Several companies which are 
now paying level commissions told New 
York Life that they would like to change 
to the non-level basis. 

The adoption of a non-level commis- 
sion basis will permit the company either 
to give more benefits in the policy, 
adopt a more liberal attitude toward 
claims, or have a lower net cost, he de- 
clared. 

New York Life does not consider the 
payment of high level commissions 
either desirable or justifiable and defi- 
nitely would not enter the field unless 
it felt it could provide accident and 
sickness coverage with expenses lower 
than are general in the industry, Mr. 
Dunning said. 


Many Names Put 
Forward for NALU 
Executive VP Job 


A number of names of candidates for 
the post of executive vice-president of 
National Assn. of Life Underwriters 
have been put forward by numerous ad- 
mirers. The position will become vacant 
July 1, when E. L. G. Zalinski goes to 
New York Life as an assistant vice- 
president in the agency department. ° 

Names that have been heard most fre- 
quently since it became known that Mr. 
Zalinski would be leaving are the fol- 
lowing, which are listed in alphabetical 
order: 

Judd C. Benson, manager of Union 
Central at Cincinnati, past president of 
N.A.L.U. 

Vincent B. Coffin, senior vice-presi- 
dent of Connecticut Mutual Life. 

Philip B. Hobbs, Equitable Society, 
past president of N.A.L.U. 

Wilfrid E. Jones, director of public re- 
lations of N.A.L.U. 

Victor A. Lutnicki, associate counsel 
of John Hancock. : 

Spencer L. McCarty, agent of Provi- 
dent Mutual at Albany and executive 
secretary of the New York State Life 
Underwriters Assn. 

W. Lee Shield, counsel of American 
Life Convention and former Ohio in- 
surance superintendent. 

B. N. Woodson, executive vice-presi- 
dent of State Life of Indiana. 

Charles J. Zimmerman, associate man- 
aging director of L.I.A.M.A., was in- 
tensively sought for the post two years 
ago, when James E. Rutherford resigned 
to go with Prudential as a vice-presi- 
dent, but the fact that he definitely de- 
clined the post at that time has caused 
even his most ardent advocates to hold 
little hope that he would accept the job 
now. 





Auto Workers Vote to Form 
Their Own Group Insurer 


The CIO-UAW convention in Cleve- 
land voted that UAW establish its own 
insurance company to write group on 
its 1,300,000 members. With wage sta- 
bilization and defense retooling occupy- 
ing the bulk of union attention right 
now, it is held unlikely that this deci- 
sion will be implemented immediately. 
However, insurers will be watching de- 
velopments with concern. 


Postal Life GA’s Meet 


The general agents association of 
Postal Life held a one-day meeting at 
the home office in New York City to 
discuss plans and develop methods for 
furthering cooperation and service be- 
tween home office and field. Home office 
officials presented a comprehensive pro- 
gram covering several areas of the gen- 
eral agents’ work. The general agents 
suggested that additional meetings be 
held quarterly. 








Mutual Leaders Announced 


The R. E. Myer agency of Mutual 
Life at New York City led all agencies 
in both volume and policies during the 
first quarter of 1951. 

The L. T. Waggoner agency at Bos- 
ton was second in volume and the C. E. 
Brown agency at Grand Rapids second 
in policies. 

The K. C. Hawkes agency at Seattle 
was third in volume and the Lyle H. 
Funnell agency at Spokane was third in 
policies. 





Richard A. Moore, attorney, spoke on 
the life analysis approach before the 
St. Paul C.L.U. 


Vesser Heads A. &H. 
Group of Agency 
Management Assn. 


Succeeds Baldwin at 
Annual Spring Meet 
Held at Chicago 


Frank Vesser, agency vice-president 
of General American Life, was elected 
chairman at the an- 
nual A. & H. spring 
meeting of the Life 
Insurance Agency 
Management Assn. 
held at Chicago. 

Mr. Vesser, who 
has been active in 
L.I.A.M.A. affairs 
for several years, 
succeeds Lyman C. 
Baldwin, vice-pres- 
ident Security Life 
& Accident of Den- 
ver. Mr. Baldwin, 
who presided over 
: the two-day meet- 
ing, was honored at the concluding ses- 
sion with presentation of a gavel. 

In one of the highlights of the second 
day meeting, Travis T. Wallace, presi- 
dent Great American Reserve of Texas, 
described training methods which have 
been successful in his company. 





Frank Vesser 


Too Much Stress on Knowledge 


_ “All of us in sales work, whether it 
is A. & H. or life business, spend too 
much time on imparting knowledge in- 
stead of skills,’ Mr. Wallace — said. 
“A. & H. and other forms of coverage 
are sold largely through development 
of skills, It is the hardest thing to train 
a man in, but it is the one thing that 
pays off more than any other. A sales- 
man with great skill will outsell a sales- 
man with great knowledge any time.” 

Mr. Wallace emphasized that his com- 
pany attempted to “break down the 
fence” between A. & H. and life in- 
surance. The company tells its men 
that these coverages are all personal 
insurance, insurance to protect earned 
income, he said. 

Companies were also urged to simplify 
their application forms, and to require 
an agent to fill out only one. Too many 
companies, said Mr. Wallace, try to 
make detail men out of agents. 


R. H. Belknap Is Speaker 


At the afternoon session, Raymond H. 
Belknap, vice-president Continental As- 
surance, told the audience that “the ac- 
cident and sickness business will reach 
full maturity because its sales executives 
are willing to meet the way we are do- 
ing today 

“The exchange of ideas and informa- 
tion which goes on at our meetings will 
make for a bigger and better A. & H. 
business, all of which will be the ulti- 
mate benefit of the policyowner,” Mr. 
Belknap said. “Our business is growing 
so fast that some of us do not realize 
the full import of it.” 

Others who spoke included E. J. 
Faulkner, president Woodmen Accident; 

D. Dunning, New York Life’s di- 
rector of accident and sickness sales; 
and Charles J. Zimmerman, associate 
managing director of Life Insurance 
Agency Management Assn. 

Conservation of business was the main 
topic at the general discussion forum. 
The plan of taking on promising young 

(CONTINUED ON PAGE 18) 
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Seek Record C.L.U. 
Class for Huebner 
Retirement Year 


Surprise Pioneer Teacher 
with Plans at First 
of Seven Conferences 


The opening gun in a _ nationwide 
campaign to enroll the largest class of 
C.L.U. candidates in the history of the 
American College was sounded in Phil- 
adelphia when 24 conferees put in an 
all-day shirtsleeves 
conference. 

The meeting fea- 
tured a luncheon, 
attended by promi- 
nent life insurance 
figures, at which 
Dr. S. S. Huebner, 
president of the col- 
lege and pioneer 
teacher of life in- 
surance, was hon- 
ored with the sur- 
prise announcement 
that the new C.L.U. 
class would be 
named for him. 

The drive, sponsored by the new 
candidate committee of the American 
Society, will comprise six more regional 
conferences in coming weeks. 

The aim is to achieve an enrollment 
of at least 2,000 new candidates for the 
1951-52 class. Largest previous contin- 
gent of new candidates was 1,655 in 1947. 

Groups pursuing their C.L.U. studies 
through next winter, to be designated as 
the “Huebner Class,” will be examined 
in June, 1952, the month that will mark 
the retirement of Dr. Huebner after a 
teaching career of 48 years. 

Carl M. Spero, New York, president of 
the American Society, presided at the 
luncheon and paid tribute to Dr. ‘Hueb- 
ner as having done more than any one 
individual in selling the C.L.U. idea. 

“Nothing is as close to his heart,” Mr. 
Spero said. “No one has given it so 
much devotion and thought or had such 
confidence in its ultimate success.” 

Joseph H. Reese, general agent for 
Penn Mutual and secretary of the col- 
lege, also lauded the career of Dr. 
Huebner and declared that the luncheon 
was a historic occasion marking the at- 
tempt to “capture the original mission- 
ary zeal of the founders and put it on 
an integrated basis.” 

Among the guests at the luncheon 
were Raymond C. Johnson, agency vice- 
president of New York Life, and chair- 
man of the committee on education and 
training of the L.I.A.M.A.; Clarence B. 
Metzger, second vice-president of Equi- 
table Society; Sewell W. Hodge, treas- 
urer of Provident Mutual and treasurer 
of the college, and others. 

Dr. Huebner told the group he was 
thrilled by the plan and considered it 
“as great as any honor that has ever 
come to me.” 

He said it was his belief that life in- 
surance was the finest blending of an 
institution economically, socially, and 
religiously. “With me, life insurance has 
been a sort of religion,” he declared. 

The six remaining conferences in the 
series will be as follows: Atlanta, April 
13; Dallas, April 17; San Francisco, 
April 20; Albany, May 1; Chicago, May 
9; Pittsburgh, May 11. 

The new candidate committee of the 
society is headed by James W. Smither, 
Jr., of New Orleans, second vice-presi- 
dent of the society; and the five regional 
sub-chairmen are: Hugh S. Bell, Seattle; 
William H. Andrews, Jr., Greensboro, 
N. C.; William B. Hoyer, Columbus, O.; 
C. Lamont Post, New York; Chester T. 
Wardwell, Peoria. 





S. S. Huebner 


Fla. Code with 
Revisions Goes 


to Legislature 


MIAMI—tThe proposed Florida in- 
surance code has now emerged in the 
form of a bill that has been introduced 
in the legislature. Numerous changes 
have been made from the original draft. 
Life insurance has been eliminated from 
the novel and highly controversial pro- 
posal for a sort of omnibus guaranty 
fund to protect the public against in- 
surance company insolvencies. This has 
become known as the Pope fund in def- 
erence to its author, Senator Pope of St. 
Petersburg. 

Each insurer, the bill provides, must 
deposit $25,000 in Florida but this is for 
the benefit of all policyholders wher- 
ever located. 

The investment section is limited to 
domestic companies. It allows 20% of 
assets to be put in bank stocks and pre- 
ferred equities; 5% in common stocks 
for life companies and 10% for other 
insurers; 20% of capital surplus over 
and above minimum requirements in 
stocks of other insurance companies; 
25 in Canadian and municipal bonds; 
20% in railroad and railroad equipment 
bonds; 5% in income real estate; 60% 
in mortgages and real estate combined. 
No single investment shall comprise 
more than 10% of assets and an insurer 
may own not more than 15% of the 
stock of any corporation. A stock to be 
eligible for investment must be of a 
company that has been in business at 
least three years and has paid dividends 
at least three years. 


H. Dan Johnson, an agent of Equi- 
table Society at Milwaukee, has been 
appointed an assistant manager there 
under Lee Wandling. 





Home Office Underwriters 
Elect Webster President 


Andrew C. Webster, manager of 
selection for Mutual Life, was elected 
president of Home Office Life Under- 
writers Assn. at its annual meeting 
at White Sulphur Springs, W. Va. Vice- 
presidents are Marshall L. Cleaves, un- 
derwriting vice-president Home Life, 





G. W. Cheney A. C. Webster 


and John C. Archibald, underwriting 


vice-president Bankers Life of Iowa. 
The new secretary is Thomas K. Dodd, 
vice-president underwriting Connecticut 
Mutual, and George A. Pillman, assist- 
ant secretary Mutual Benefit Life, is 
treasurer. Arthur Faulkner, manager 
underwriting department Massachusetts 
Mutual, was elected editor. : 

New members of the executive council 
are J. E. Morrison, underwriting execu- 
tive Great-West Life; A. N. McAulay, 
vice-president National Life of Vermont. 
J. T. Phillips, vice-president in charge 
of underwriting New York Life, and 
Earle M. MacRae, actuary Occidental 
of California. 

John Marshall Holcombe, Jr., man- 
aging director of L.I.A.M.A., reported 


<The 
COMMONWEALTH 


Commentary 


IT’S GETTING TO BE A HABIT 


In the business of selling life insurance, as in other businesses 
—sure, it takes a quality product. And we have that, cer- 
tainly. But it takes more than that—it also takes a well- 


trained, aggressive field force. 


And certainly, we have that, 


too, when the record shows that, year after year, Common- 
wealth Careermen consistently break their own previous 


records. 


For example, during March this year in our traditional sales 
campaign held annually in honor of our Company’s president, 
Commonwealth Careermen again topped their own previous 
record with a production of $16,208,594 of new business! 


This reaffirms what we have already come to realize—that suc- 
cess is getting to be a habit with Commonwealth Careermen. 





INSURANCE IN FORCE—March 1, 1951—$487,275,677 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE ¢ LOUISVILLE, KY. 


















The Doorway to Security 


= 


that from his early experience with the 
underwriting department of Phoenix 
Mutual, he gained a respect for the solid 
foundation on which the decisions were 
based. When he joined the agency de. 
partment, he said the situation was very 
different and most agency decisions were 
based on personal experience and/or per. 
sonal prejudice. He thought then that 
underwriters were far ahead of agency 
men and that it would be a thrilling ex. 
perience to have a part in trying to pro- 
vide the agency department as reliable 
facts as underwriters have. 


Rise of the Underwriter 
In his presidential address, George W. 


Cheney, Phoenix Mutual, traced the | 


rise of the underwriter from a lowly 
clerical position to the present time 
when he is charged with considerable 
executive authority in the selection of 
risks and when in every company the 
head of the underwriting department js 
a top executive. He said that the success. 
ful underwriter today must be studiously 
inclined. He should have a_ practical 
knowledge of mortality studies and know 
a great deal about medical impairment, 
It is highly important that he train 
himself to deliver effective talks to 
agents. He must learn to write a good 
letter. 

Morris Pitler, Mutual Life, reported 
on a study of state and highway police 
mortality from 1945 to 1950, covering 
the occupation in 46 of 48 states. The 
rate was 1.2 per 1,000, which he said 
tends to confirm the high fatality rate 
among motorcycle police. At the same 
time, the study shows that the motor- 
cycle is giving way to the patrol car 
in highway work. The study strengthen- 
ed_ previous indications that though 
police officers are a carefully selected 
group from the standpoint of physical 
condition, there is something in the 
conditions under which they work which 
makes for increased mortality from 
disease as well. 


Present Day Contracts More Liberal 


Hugh S. Campbell, counsel Phoenix 
Mutual, commented that the life insur- 
ance contracts of today are much more 
liberal than of an earlier day, partly 
because of compulsion of law, but in a 
large measure because of the change 
in the attitude of the companies. The 
companies have grown _ increasingly 
aware of the quasi-public service nature 
of the insurance business. The fact 
is the companies have moved faster 
than the courts and part of the lawyer's 
= today is to educate the courts to 
this. 


BINDING RECEIPTS 


Mr. Campbell commented that a great 
deal of the confusion and general fuz- 
ziness attached to the legal questions 
about binding receipts would be com- 
pletely dispelled if it were frankly ad- 
mitted that the binding receipt is a sales 
device with the primary function of 
promoting the sale of insurance and 
only secondarily to provide coverage. 
He indicated that he felt that the term 
“binding receipt” a complete misnomef 
and said much of the difficulty which 
the companies have experienced is di- 
rectly ascribable to the use of the term. 
It is a conditional receipt without ques- 
tion and should be so designated, he 
declared. This is true of both the ap- 
proval and the insurable type receipt. 
Only two companies to his knowledge 
provide true immediate coverage. 
The speaker indicated that from a dis- 
cussion on binding receipts at _ the 
H.O.L.U. meeting last year he gained 
the impression to some extent that the 
underwriters were touring never-never 
land; that seemingly they had never 
heard of the judiciary and that perhaps 
(CONTINUED ON PAGE 24) 
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VOTE IS 19,011 TO 1 


Policyholders Vindicate 
Mass. Mutual Directors 


SPRINGFIELD — Policyholders of 
Massachusetts Mutual Life at their an- 
nual meeting Wednesday voted 19,011 
to 1 to repudiate suits alleging misman- 
agement in connection with loans to oil- 
producing companies in 1947 and 1948 
which had been brought against the 
company and certain of its directors and 
late directors. ' 

The policyholders voted to ratify all 
actions of the company and its directors 
in connection with the loans and asked 
the officers to take all necessary steps 
to end the suits. : ; 

The meeting was overwhelmingly in 
support of the directors, who were 
praised as men of high character and 
excellent business judgment. The very 
ood financial condition of the company 
was repeatedly referred to by speakers 
as evidence of the directors’ efficiency 
and it was Obvious from the outset that 
there was not only no support for the 
suits but also strong resentment that 
they had been brought. 


Had Right to Vote 


The fact that the plaintiffs claimed to 
act in behalf of the company and all the 
policyholders gave the policyholders the 
right to vote to reject the suit. 

The policyholders, who filled the com- 
pany auditorium, applauded as_ Col. 
Robert E. Goodwin of the Boston law 
frm of Goodwin, Proctor & Hoar, de- 
clared that there was loose language in 
the complaint alleged by the plaintiffs 
amounting to “public statements of defa- 
mation” and he recommended that every 
recourse in law be used to “find out 
what’s back of this,” evidently implying 
that those who instigated the suits 
should be prosecuted if grounds for do- 
ing so were found. 

Col. Goodwin, whose firm had been 
retained by the company to make a dis- 
interested, neutral investigation, reported 
that there was no evidence of failure 
in duty or any breach of trust by the 
company officers in making the loans. 

The plaintiffs are Eugene Koster, 
Brooklyn, N. Y., dentist; Michael Coon, 
New York City lawyer; Joseph Warren, 
Lowell, Mass., rabbi, and one Manuel 
Tancer. 


Ex-Gov. Ely Temporary Chairman 


President Leland J. Kalmbach of Mas- 
sachusetts Mutual, who was not con- 
nected with the company when the trans- 
actions named in the suits were origi- 
nated, asked that a temporary chairman 
of the meeting be elected for further 
discussion of the matter, and former 
Gov. Joseph B. Ely of Massachusetts 
was elected to serve. 

After Roland H. Long, associate coun- 
sel of Massachusetts Mutual Life read 
the allegations contained in the suits, 
Homer N. Chapin of the company’s in- 
vestment department said that before 
making the Texmass loan, the company 
employed S. H. Fagadau, a Texas petro- 
lum engineer of high reputation and 
qualifications, to survey and appraise 
the oil and gas reserves offered as secur- 
ity for the loans. Mr. Fagadau furnished 
detailed written reports which gave evi- 
dance that the established practice of in- 
stitutional lenders to oil companies justi- 
fied the loans. 

Mr. Chapin said that none of the com- 
pany’s directors is or was a close friend, 
telative, or business associate of Tex- 
Mass promoters or any of the Boston 
investors. 


TELLS METHODS USED 


_He detailed the investigation and con- 
sideration of advisability of oil loans 
before the company entered that field of 
lvestments. He said an appraisal by a 
teputable engineer or geologist of oil in 
the ground which could be produced 
economically was always obtained before 








a loan was approved. Such appraisal 
does not include oil in ground not ac- 
tually tapped by wells. 

John H. Miller, an outstanding actuary 
who was engaged by Massachusetts Mu- 
tual to determine the rate of net income 
earned on the company’s investments 
for 10 years prior to 1950, said that the 
net return on Massachusetts Mutual in- 
vested funds compared very favorably 
over a long period of years with the 
return earned by companies of compara- 
ble size and larger, both with and with- 
out adjustment for capital gains and 
losses. 


Vote on Three Points 


Clarence W. Reuling, Peoria, IIl., 
policyholder, moved for a vote ratifying 
the actions of the directors in connection 
with the Texmass and other loans; de- 
termining that it is in the best interest 
of the company not to bring any suit or 
assert any claim against its directors 
based on any possible liability arising 
out of these actions; and repudiating as 
not in the best interests of the company 
the actions of the plaintiffs in bring- 
ing the suits. 

It was made clear that none of the 
pending suits will be compromised. 

Corydon K. Litchard, for 20 years a 
general agent for Massachusetts Mutual 
at Springfield, where the company is 
domiciled, said that his connection with 
the company and his acquaintance with 
its directors and officers have afforded 
every sound reason for his knowledge 
that they are capable businessmen of 
good standing in their communities. 

Repeating the call for the vote, policy- 
holder John J. Duggan, president of 


Chapman Valve Manufacturing Co. of 
Indian Orchard, Mass., said, “I have 
been trying to find out who is to benefit 
by the bringing of these suits, and I have 
come to the conclusion that the only 
ones who can benefit are the attorneys 
who are representing the plaintiff policy- 
holders. I look upon these suits as being 
brought against our best interest as 
policyholders.” 

Col. Goodwin said his firm’s investiga- 
tion failed to find even the slightest evi- 
dence of collusion, favoritism or breach 
of trust on the part of any director in 
connection with the loan. 

It was stated that although the secur- 
ity turned out to be not so good as first 
estimated, yet there has been no default 
in any payment of principal or interest. 
The loan has been reduced to $2,415,000, 
and there is expectation that the balance 
will be largely or completely paid by or 
before maturity. ; 

The speakers who responded voiced 
complete confidence in the integrity and 
business ability of the directors and un- 
animously deplored the reflection upon 
the good name of the directors implied 
in the plaintiff’s allegation. They said 
that if such allegations are to be coun- 
tenanced it will be impossible to get 
able, self-respecting men to serve in the 
important office of director of business 
concerns, 

None of the plaintiffs was present but 
Frank A. Silver, a representative of 
one of them, speaking for his client and 
as a policyholder, asked that the meeting 
be adjourned until after the plaintiffs 
had a chance to circularize all policy- 
holders with arguments for the plain- 
tiffs’ side. He was ruled out of order 
by the temporary chairman and made no 
argument. 





Great-West has appointed G. E. Eye- 
stone district manager at Bakersfield, 
Cal., under the Los Angeles branch. 
Mr. Eyestone joined the Chicago agency 
in 1946. 








his acquaintances know. 


his own good. 





Nine Tailors 


A Breton proverb has it that “It takes nine tailors 
to make a man.” A good underwriter has many activities 
other than that of being an underwriter. He is a civic 
worker, he is a church man, he belongs to various fra- 
ternal groups, he has other private interests. 
various activities are not entirely collateral. They are 
essential. It takes numerous usefulnesses to make a man 
of him—the man that his friends know and the man that 


It is important to him to know many men but 
his activities will not make a whole man of him unless 
some of the things he does are entirely unselfish. He 
must be active in many directions, not because those 
activities are advantageous to him but because some of 
them enable him to make other men bigger. 


Just as it takes nine tailors to make the man, so that 
man is one of the nine tailors who make another man. 
And it is while being one of the nine tailors that he does 
his growing. If he will but remember the proverb and 
realize that it works both ways it should humble him to 
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NALU Takes Stand 
on Employe Benefit 
Plans, Politics 


The board of trustees of National 
Assn. of Life Underwriters, in its final 
session at the midyear meeting at Min- 
neapolis issued a statement on federal 
wage stabilization and employe benefit 
plans; adopted resolutions on partisan 
politics, the Hoover report and ap- 
preciation of the local organizations 
and individuals who helped make the 
convention a success. 

The wage stabilization statement gives 
N.A.L.U.’s position as follows: 

“1. At the outset, we believe that full 
recognition should be given to the vitally 
important place of employe benefit plans 
in our present day economy. In these 
days of high and ever-increasing taxes 
and depreciated dollars, sound and ade- 
quate employe benefit plans have be- 
come a necessity to give to the millions 
of wage and salary earners in this coun- 
try and their dependents the assurance 
of a reasonable measure of protection 
in the vent of disability, death or re- 
tirement. 


Pride in Past NALU Plans 


“2. We take pride in the fact that 
N.A.L.U. members have been instru- 
mental in causing many employers to 
adopt such plans and we believe that 
employers who do not have such plans 
or who have inadequate plans should, 
within reasonable limits, be permitted 
without undue delay to inaugurate new 
plans or liberalize existing plans where 
necessary to eliminate inequities in the 
economic position of their employes. 

“3. We think that it is clear, as 
heretofore expressed by the economic 
stabilization administrator, that benefits 
under these plans in general do not 
constitute payments which in fact com- 
pensate for increases in the cost of 
living, that they do not add to the pur- 
chasing power of workers and thus to 
inflationary pressures, and that, as a 
form of saving, they are to that degree 
non-inflationary. Moreover, we think it 
particularly important in this time of 
national crisis to encourage reasonable 
employe beriefit plans in the interest of 
not interfering with a necessary and de- 
sirable mobility of labor without which 
this nation’s defense efforts will be 
seriously impeded. 

“4. We believe that the wage stabil- 
ization board (or other appropriate 
agency of the federal government), in 
preparing regulations to govern the 
writing of emplove benefit plans, should 
give careful consideration to the snecial 
problems of small employers. We do not 


think that regulations and standards, 
whether on a national or a_ regional 
basis, applicable to large employers, 


will necessarily be equitable or proper 
when applied to small employers. 


Regulations Can Be Simple 


i 


5. We believe that any regulations 
or restrictions governing employe bene- 
fit plans should be simple and susceptible 
of expeditious administration, par- 
ticularly insofar as they affect small 
employers, and that the criteria used 
in determining the reasonableness of 
such plans should be formulated in 
terms of benefits provided rather than 
in terms of actual cost. In taking this 
position we note that the economic sta- 
bilization administrator has already gone 
on record in conceding the difficulty of 
evaluating the cost of these plans in 
dollars and cents and in recognizing 
that anv attempt to so would only result 
in confusion. We also think that since 
the principal benefits under these plans 
can be and generally are geared to 
wages and _ salaries. complicated and 
varying formulae will not be necessary 
to insure the equitable application of 
regulations and restrictions from region 
to region and from industry to industry. 
“6. Finally, we believe that such 
regulations and restrictions can and 
should be designed so as to permit the 
(CONTINUED ON PAGE 20) 
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WoORDS.... 


The most bitter ........alone 
Most reverent ..........mother 
Most tragic ............death 


Most beautiful . ..love 


Most cruel . 


. . revenge 


Saddest .... 
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Warmest .............. friendship 
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Coldest .... 


Most reassuring ........ “fully covered by insurance” 
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Conservation Takes Spotlight in Forum 
at L.I.A.M.A. A. & H. Meeting 


Methods of conservation took the 
spotlight at the general discussion forum 
Tuesday at the L.I.A.M.A. A. & H. 
meeting in Chicago. 

E Nicholson, assistant superin- 
tendent of agencies of Connecticut Gen- 
eral, said his company is making good 
use of salaried conservation men. Com- 
missions on business they write are im- 
pounded and later on when the men are 
sent out to sell, these impounded com- 
missions are used to finance them. 

About two-thirds of these men turn 
out to be good producers and produce 
a high volume. Thomas F. Daly II, 
vice-president of Capitol Life, said his 
company employs a man in its home 
office agency to service orphan policy- 
holders and that he wrote $700,000 in 
his first year. 

N. M. Longworth, vice-president of 
United Benefit Life, said his company 
sends a special delivery letter about 
three days after lapse and that this 
saves about one-third of the lapsers. 


Compensation Linked to Conservation 


Another company reported a lapse 
ratio on first renewal of only 9% and 
2% in later years, which it attributed to 
the fact of tying the agent’s and gen- 
eral agent’s compensation in with con- 
servation. 

John M. Powell, president of Loyal 
Protective, said that he uses a letter as 
a last resort that tells the lapsing pol- 
icyholder how the company hates to 
lose old friends and asks him to reply. 
He told the meeting that in this way 
“you will learn things about the busi- 
ness and why it lapsed that you never 
dreamed of.” These letters get a high 
percentage of renewals but even where 
they don’t save a lapse the company feels 
it has done a good public relations job. 
If there is any complaint that can be 
straightened out, the policyholder gets 
a personal letter from the president. As 
for causes of trouble, he said that in 
some offices the reasons for lapse are 
valid but in others it is obvious that the 
business wasn’t sold right. If there is 
a complaint regarding an agent the let- 
ter goes right to his manager. 


Credit for Production Clubs 


Another discussion topic was the cred- 
it that is given on A. & H. business for 
conventions and club qualifications. A 
show of hands indicated that many com- 
panies consider that $25 of A. & H. new 
premium is equivalent to $1,000 of life 
insurance. 

E. J. Moorhead, executive vice-presi- 
dent of United States Life, said his 
company uses a commission basis for 
figuring credits, whether A. & H. or life. 
Great American Reserve also does this. 

It developed that quite a few com- 
panies pay social security tax on agents’ 


A. & H. earnings, although quite , 
number do not. There appeared to bh 
considerable sentiment in favor of Pay- 
ing the tax on both A. & H. and life 
in order to get the accounting out of 
the way as early in the year as pos. 
sible. 

R. C. O’Connor, assistant vice-presj. 
dent Reliance Life, said his company had 
obtained good results from its plan of 
paying an extra commission to agents 
producing $500 or more of A. & H. pre. 


miums in a year, and paying managers), 
an A. & H. overriding only on agents) 
H. pre-| 


selling more than $500 in A. & 
miums. 


There was some discussion of the 


problem faced by companies paying re. 
newal commissions to agents no longer! 


in the business in states such as Illinois 
and California where it is illegal to pay 


commissions to an unlicensed agent,” 


Nobody seemed to have a sure-fire an- 
swer for this one. It appeared that in 
the case of suit brought by an agent it 


might be necessary to pay the amount 


involved into court and let the court de- 


cide whether the contract or the state 


law should prevail. 


Nobody seems to have been hurt by | 


the existence of state compulsory dis- 
ability insurance plans, even in Rhode 
Island where private insurers may not 
write such plans. In fact, H. E. Ha- 


ward, agency supervisor of Washington | 


National, said that one of his company’s 
largest A. & H. agencies is in Provi- 
dence. He said the result of the law 
there has been to force agents to work 
among professional men and other high- 
grade prospects not covered by the com- 
pulsory disability law. These _policy- 
holders stay on the books better and 
have a smaller claim ratio than the gen- 
eral run of insured. 


NSLI Conference Postponed 


WASHINGTON — A meeting of the 
conference committee on soldiers’ in- 
surance legislation scheduled for 
Wednesday was called off by Senator 
George and set for Thursday morning. 

Life insurance representatives under- 
stand the conference committee has been 
giving consideration to Senator Taft’s 
idea that an election be permitted serv- 
icemen as between gratuitous indem- 
nity and National Service life. 








New England Correction 


In the April 6 edition of THE 
NATIONAL UNDERWRITER it was _ errone- 
ously reported that New England Mu- 
tual had $6 million of 24%2% Treasury 
bonds which it was converting into 
234% bonds. The figure should have 
read $66 million. 








BETWEEN SESSIONS AT THE MINNEAPOLIS MIDYEAR MEETING OF THE 
NATIONAL ASSN, OF LIFE UNDERWRITERS: 

From left, H. L. Nutt, director of the Purdue course; Philip B. Hobbs, Equitable 
Society, Chicago, past president of N.A.L.U.; Donald F. Barnes, director of promotion 


and advertising of Institute of Life Insurance, and Freeland Harlow, general agent of 
Penn Mutual at Minneapolis, chairman of the .registration committee for the meeting. 
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in a series of advertisements outlining advantages enjoyed 
NUMBER FOUR by field underwriters of the Equitable Life of lowa 


Compensated For 


SUCCESS 


I ield underwriters of the Equitable Life of 
lowa are compensated on a commission arrangement 
based on the assumption of a lifetime career. A 
liberal and comprehensive contract featuring life- 
time renewals for quality business, and other special 
remuneration, is the foundation of the compensa- 
tion plan. This modern contract is supplemented 
with sickness and hospital benefit plans, and com- 
pleted with Equifund, the modern retirement income 
plan for the Company's field associates which makes 
the term, Lifetime Association, a reality. 


-Kquimapur 
OF IOWA 


FOUNDED IN 1867 IN DES MOINES 
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in Ivy League 


‘NEW HAVEN—The 13th annual 
sales congress of Connecticut Assn. of 
Life Underwriters turned out to be very 
lucky for the capacity throng of almost 
500 that crowded the Yale law school 
auditorium here. 

The all-day program was charged 
with sales ideas and motivating phil- 
osophy that made the journey from all 
parts of the Nutmeg state worthwhile 
for all. Many agency executives from 
Connecticut companies were present. 

S. Rush Coffin, supervisor of Aetna 
Life at Hartford, son of Vincent B. 
Coffin, senior vice-president of Connecti- 
cut Mutual, was general chairman of 
the congress. He demonstrated that 
he has inherited platform presence and 
ability from his father and kept the 
session moving at top speed. 

Robert E. Wilkins, Prudential, Hart- 
ford, greeted the Ivy League gathering 
as president of the state agents’ associa- 
tion. Frank Wagner of the Connecticut 
department was on hand to represent 
Commissioner Allyn, who was out of the 
state on N.A.I.C. business. 


Amortization of Future 


A third thing in life as certain as 
death and taxes, Sadler Hayes, Penn 
Mutual, New York City observed, is 
“the amortization of a man’s future— 
as well as his family’s future.” It is not 
as urgent or compelling as death and 
taxes because you don’t have to do it 
today, he said. However, the lack of 
recognizing it probably causes more un- 
happiness than any other single thing. 


“CLOSING” BRIEF 








A peppy, joke-livened presentation 
maintained the reputation of Lambert 
M. Huppeler, New England Mutual, 
New York City, as a dispenser of good 
sales medicine in pleasant tasting form. 
His agency’s “closing” brief, he ex- 
plained, includes a thorough description 
of the property values of the plan being 
sold plus a thorough analysis of its cost 
and benefits which make it a good in- 
vestment for the prospect whether he 
lives, dies, or quits paying premiums. 

Then follows a brief discussfon of 
company to remove doubts, if any, that 
the prospect may have on that score. 
It shows him where his money is going 
and how he will be protected by its 
prudent use. 

By way of setting the man up to hear 
the face amount of the policy the agent 
is trying to sell and avoiding the usual 
profession of dismay at its size, get the 
prospect to estimate his economic value. 


gested. 


500 at Connecticut Congress 


Surroundings | 


He can do this by multiplying his ape, 
proximate anticipated income by the 
number of years remaining before his 
retirement. This usually works out to, 
figure 10 or 15 times the size of the 


or house for half its value. Ask him 
how much insurance he has. Point oy 
that he doesn’t belong to himself by 
to his wife and children. Why shoul 
he be underinsured? The nermal pros. 
pect likes this build-up of his impor.” 
tance. It flatters his ego. Afterward 
$25,000 of life insurance doesn’t sound) 
a its too much for him, Mr. Huppeler|_ 
said. ; 

The first thing for an agent to do. 
after a man has said, “Ne” a few time 
is suggest that perhaps he hasn’t ex.’ 
plained the plan clearly and go eye 
it again. 


Line of Insurability i 


With presentation dialogue tailored to 
the prospect’s problem, Mr. Huppeler 
suggested drawing a dark vertical line | 
on a sheet of white paper. An inch of | 
two to the left of the line place a smal] i 
dot. The barrier is called a “line of jn. | 
surability.” The dot represents each | 
individual at birth. Draw a horizontal 
line toward the barrier explaining that | 
some people are uninsurable at birth, | 
some become uninsurable only an hour 
or two before death. Everyone inevit- 
ably reaches that point. If the prospect 
is 40, use a health statistic to dramatize 
his problem of future insurability or 
rating and what that problem’s insolu- | 
bility will mean to his family. He has | 
everything to lose by waiting—every- 
thing to gain by buying now, he said. 


Income Foundation 


Another of his chartlike sales exposes 
was a penciled rectangle. The prospect 
is asked how much of his income is de- 
rived from investments. Suppose he 
says “5%.” Darken with a pencil 5% 
of the left side of the rectangle, he ad- 
vised. Ask if there’s any more outside 
income. Usually there isn’t. If there 
is, block off more of the rectangle from 
left to right in proportion, to its relation 
to his present earnings. Use the rec- | 
tangle as the foundation of his house. 
This is quickly penciled in on top with 
vertical lines climbing from each side 
of the rectangle and closing a couple 
of inches higher as the roof. Mention 
the pleasure and enjoyment the home 
gives his family. Point out that all its 
happiness is based on his being here, 
earning money. Suddenly, erase the 
right wall of the lower rectangle and 
all of the lower line to the right of the 
point where it has been blackened by 
the minute percentage indicating his n- 
vestment income. Remove these lines 
quickly and with a flourish, he sug- 
Then ask the prospect “how 





— 
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long can your house and family live on 
that inadequate 5% foundation?” 


Likes Monthly Premium 


Mr. Huppeler suggested that business 
on which premiums are payable monthly 
has good persistency. In fact, he said, 
in his agency monthly premium policies 
have a better persistency record than 
business payable quarterly. If the pros- 
pect thinks the premium is too stiff for 
him to take on an annual basis, write it 
monthly, he advised. 

If prospect mentions inflation and the 
high cost of living, ask him to think 
about it in another way, Mr. Huppeler 
suggested. Suggest that it has also 
created for him a problem as to the 
. high cost of dying. If in his home, look | 
SNY at the surroundings and comment on 
the many things he has provided for his 
family. It would take twice as much 
insurance as was formerly necessary, to 
maintain those standards for his family. 
If the value of the dollar goes up, pros- 

(CONTINUED ON PAGE 24) 


MISTER, THERE ISN’T ROOM to tell you here all 
about the Security Accumulator. But, we'll be 
glad to give you this key to success if you'll 
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L. O. M. A. Spring 
Program Features 


Panel Approach 


Projects to be described will in- 
clude methods of paying ordinary com- 
missions, improvement in policy loans 
and surrenders in branch offices, corre- 
spondence control, dividend history and 
accounting on punch cards, policy record 
loan on Burroughs Sensimatic, premium 
card control, delayed record changing 
to save double handling, and standard- 
izing punch card fields. 

General chairman for the meeting is 
J. L. Batchler, secretary Kansas City 
Life, L.O.M.A. vice-president, who will 
preside at the opening session. Other 
session chairmen will be Sterling T. 
Tooker, secretary personnel department, 


Travelers; Charles E. Phillips, president 
Equitable Life of D. C., and Harry L. 
Archey, secretary Fidelity Mutual. 


Equitable Promotes Auditors 
Equitable Society has appointed F. P. 
Andersen and H. R. Weingarten assist- 
ant auditors. Mr. Andersen has been 
at the home office since joining the 
cashier’s department in 1927, most re- 
cently as supervisor in the group state- 
ment section. He is a C.L.U. Mr. Wein- 
garten joined Equitable in 1928 at Min- 
neapolis. He was assistant cashier at 
Memphis and then went to the pre- 
mium collection department in the home 


office in 1930. He has been assistant 
superintendent of accounting in the 
auditor’s department since 1945. 





The Treasury has approved a pension 
plan covering 1,500 CIO-lithographers 


in central California and Nevada. 
Marsh & McLennan is_ consulting 
actuary. 





Volunteer State Life officers honored 
at a dinner Jackson B. Jett as the lead- 
ing new agent of the company. Mr 
Jett is a war veteran who has been with 
the company at Chattanooga for a 
year. 





iS his ap, 
> by th The program has been completed for 
efore his) the spring conference of Life Office 
S$ out toa) Yanagement Association at Washington, 
Ze Of the! May 91-22. Welcoming speakers will be 
Ss his car) Horace T. Polk, treasurer National L. 
Ask him & A. L.O.M.A. president, and William 
Point om yfontgomery, president Acacia Mutual, 
mself by! for the host companies. 
1y shoul{) Speakers on the opening morning will 
mal pros. pe Claude L. Benner, president Conti- 
is impor-| nental American Life, “The Current 
fterward, Economic Picture As It Relates to Life 
n't sound! Jnsurance Business;” George C. Bod- 
Huppeler | diger, assistant secretary L.O.M.A., 
_ “Organization, Management, and Cen- 
nt to do’ tro] Activities of the Life Office Plan- 
ew times’ ning Division;” Major General Lewis 
asn’t ex. B, Hershey, “Mobilization and_ the 
80 ever (Civilian Manpower Economy;” E. 


} Moorhead, executive vice-president 
1 United States Life, “Control Reports 
| and Their Use in Life Office Opera- 
tion.” 

The afternoon of the first day, Lewis 


ical line’ B, Cuyler, vice-president personnel de- 














inch or | partment National City Bank of New 
a small} York, will speak on “Home-Grown Ex- 
1e of in. | ecutives.” There will be a panel on 
its each’ “What Are We Facing in Life Office 
rizontal | Personnel Administration?”, chairman 
ing that! of which is Henry E. Thomas, first 
it birth, vice-president Shenandoah Life. Par- 
an hour | ticipants will be Herbert L. Rhoades, 
» inevit- | 3rd vice-president and personnel officer 
yrospect Metropolitan Life; Walter E. Oswald, 
aulatize | director personnel Penn Mutual; J. 
lity or | (Clifford McCarthy, manager personnel 
insolu- | department Canada Life; Paul Mitzner, 
He has assistant personnel director State Farm 
—every- | Life; Tom J. Gorham, personnel man- 
1e said, ager Home Life, and B. V. Alton, di- 
rector of persennel Business Men’s 
Assurance. 
>xposes This panel will discuss current changes 
rospect | and adjustments to meet problems 
is de- | arising from the present emergency par- 
ose he ticvlarly in the following areas: sup- 
cil 5% plemental manpower, wage stabilization 
he ad- recommendation, absenteeism, turnover, 
outside recruiting, incentive plans, non-salary 
’ there benefits, military leaves, personnel poli- 
e from cies and central personnel organization. 
elation | Social Security Revisions 
house. The second day’s session will open 
> with with two speakers on complying with the 
1 side | revised social security law as it pertains 
couple to full-time life insurance salesmen. 
ention Edward J. Schmuck, general counsel 
home Acacia Mutual, will speak for the branch 
all its office companies and Howard Brown, 
here, auditor Security Mutual of Binghamton, 
» the | will speak for the general agency com- 
> and panies. 
f the _ Burgh S. Johnson, controller Guard- 
d by ian Life, is to speak on “Simplified 
is in- | Monthly Premium Billing;” Mildred F. 
lines Stone, director policyowners service di- 
sug- vision Mutual Benefit Life, will dis- 
‘how cuss “Better Life Insurance Letters,” 


and Carl Arnold, supervisor general ac- 


re on 
counting Interstate L. & A., will de- 
scribe disbursement accounting on 
punch cards. 

ithly Money Saving Procedures 

said, The final afternoon, Warren B. Irons, 

Scies chief of the retirement division civil 

than service commission, will describe “A 

res- | Simplified Plan for Clerical Production 

for Control.” There will be a panel consist- 

te it ing of men from medium and small com- 


panies who will describe procedures that 
the are saving money for their companies. 
= Chairman of the panel is Harry L. 
Archey, secretary Fidelity Mutual, and 
Participants will be: Lucian F. Blood- 





= worth, secretary Liberty National; Har- 
: old B. Brian, assistant vice-president 
00! Teachers I. & A.; William J. Burgar, 


on ; comptroller North American Life; 
his | Hardy M. Harrell, treasurer and as- 
sistant secretary Gulf Life; Carl H. 
to age, secretary Central Life of Iowa; 
ily. Donald A. Roberts, assistant secretary 
Mutual Life of Canada, and Harold P. 
poebins, secretary Bankers Life of Ne- 
ska, 
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The above is a reproduction of William R. Pratt's 
success story as told by his wife and as it ap- 
peared in Life Insurance Magazines recently. Like 
most Minnesota Mutualites he attributes his ac- 
complishments to the Company's exclusive Organ- 
ized Sales Plan and the unique SUCCESS-O- 
GRAPH*. A copy of Mrs. Pratt's story will be 
sent to you upon request. 


Edward B. Cosgrove, whose name is a synonym for Minnesota Valley 
Canning Company of Le Sueur, Minnesota, started his business 
career with that company in 1913. "Ward" was secretary from 
1914 to 1929, has been President and General Manager since 1929. 


Minnesota Valley operates canneries in Minnesota, Wisconsin, lowa, 
Pennsylvania, Washington, Illinois, and Idaho, giving employment 
to about 20,000 people in the peak of canning season. Fine Foods 
of Canada, Limited, Tecumseh, Ontario, is a Canadian affiliate 
operating canneries in Ontario and Quebec. The companies’ 
products are sold under nationally known brand names throughout 
the United States and Canada. The annual report for 1949 shows 
gross sales of over $32,500,000 for that year from production in 
the United States alone. Assets of Minnesota Valley and its domestic 
affiliates amounted to $18,520,702 as of March 31, 1949. 

Mr. Cosgrove is President and Director of Minnesota Valley Cor- 
poration of Minneapolis, a Director of Northwest Bancorporation, 
Pillsbury Mills, the First National Bank of Saint Paul, and Chairman 
of the Board of Fine Foods of Canada, Ltd., Tecumseh, Ontario. 
"Ward," as he is universally known, was President of the National 
Canners Association in 1929 and has served continuously since on 
its Finance Committee and Administrative Council. 

He is a member of the Advisory Board of Canners Exchange, Chi- 
cago; a graduate Member of Business Advisory Council of the 
U. S. Department of Commerce; a member of the Board of Trustees 
of the Nutrition Foundation, Inc., and a member of the Board of 
Trustees, Committee for Economic Development. He was elected a 
Trustee of the Minnesota Mutual in January, 1949, and brings to 
the Board an unusually broad understanding of agriculture to blend 
with the viewpoints of industry, banking and finance. 


Copyright 1950 The Minnesota Mutual Life Insurance Company 


EDWARD B. COSGROVE 








5 
Cc. E. CHILDS 


Denver 








Le Sueur 


Men of wide and rich experience, each a specialist in a particular field — forward-looking, energetic 
men of enterprise and initiative balanced by hard-headed, practical viewpoints — such are the men 
who fix the policies and guide the activities of the Minnesota Mutual Life Insurance Company. With 
pride we present here one Member of the Board of Trustees and one General Agent of the Company. 


C. E. “Chuck” Childs is typical of the rugged Americans who have 
made this the greatest country in the world. A native Pennsyl- 
vanian, born at Uniontown, Chuck's early life was spent in the 
environment that goes with the bituminous coal mining area. At 
the early age of 16 he went down into the pits with his boyhood 
chums to learn the serious busi of ing coal to earn his way 
through school. Later came a lighter and more pleasant interlude 
when he played professional baseball. 





But the urge to sell was so compelling that when only 22 years old, 
Chuck became a salesman for a power company. One year later, 
in 1927, Life Insurance captivated his imagination and he has de- 
voted his every thought to our business ever since. 


B ing a ber of the Minnesota Mutual family in 1938 as 
General Agent at Danville, Illinois, Chuck Childs was transferred 
to the Home Office as Assistant Superintendent of Agencies. That 
was in 1941 and two years later he re-entered the field of actual 
selling and agency management when he was named General Agent 
at Denver. During his first full year in Denver the Agency had a 
total paid volume of $1,192,000; four years later—1949—"Chuck's" 
outstanding abilities as salesman and manager were reflected in a 
total ordinary paid volume of $5,263,084, when his was the leading 
agency in ordinary paid business. For a fine record as salesman, 
Superintendent of Agencies and General Agent, Minnesota Mutual 
salutes "Chuck" Childs and congratulates him and his associates on 
a phenomenal record. 





* Registered U. S. Patent Office 
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PEOPLE MEAN PROSPECTS: TAGGART 





Indiana Caravan Speakers 
Tell of Sales Procedures 


“T sometimes think I’m the most over- 
publicized agent in the business just 
because people in the east and middle- 
west think Wyoming is a jumping off 
place where a man has to be a miracle 
to sell any life insurance at all,” Grant 
Tagga:t, California-Western States Life, 
Cowley, Wyo., said in his talks at the 
annual caravan sales congress of In- 
diana Assi. of Life Underwriters. “There 
are people in Wyoming too,” Mr. Tag- 
gart pointed out, “and wherever there 
are people, there are prospects for life 
insurance.” 

Mr. Taggart was wind-up speaker on 
a panel which included Stacy B. Mer- 
chant, educational director Mutual Trust 
Life; Kenneth R. Bentley, Northwest- 
ern Mutual, Danville, Ill., and Clarence 
H. Berson, assistant vice-president Na- 
tional Life & Accident. 

About 1,000 agents attended meetings 
at the three caravan stops, Evansville, 
Indianapolis and Valparaiso. 


“There is nothing to the problem of 
selling life insurance,’ Mr. Merchant 
declared. “The problem is finding people 
to sell it to. No man who has an or- 
ganized prospecting system ever fails in 
this business; and the problem of turn- 
over and second-year failure would be 
almost eliminated if we would concen- 
trate on teaching new men organized 
prospecting.” 


Sources of New Names 


He listed eight fundamental sources 
of new names: Centers of influence, 
personal observation, people who have 
just signed applications, policyholders, 
personal acquaintances, prospects 
called on but not sold, newspapers and 
classified lists. 

He declared that in his 35 years in 
business, there has never been a time 
when the market for life insurance was 
better. “High taxes and low investment 
yields have left life insurance the only 


















The dry crackers of insurance statistics are 
important, of course. American United is 
among the top 10% of American life insurance 
companies. It operates in 22 States—and has, 
therefore, a desirable geographical distribution 
of risks. It has assets of over 85 million 
dollars—permitting a safe and sound 
diversification of investments. It has over 

400 million dollars of insurance in foree— 
surely, big enough to be big, big enough to enjoy 
the economies of bigness, big enough to employ 
top-flight talent in its home office. 


When you add the milk of human understanding 
to the dry crackers of statistics—then you’ve 
really got something. American United is 

also small enough to retain that personal 

touch, 
alike; small enough to be friendly, to see 
people as individuals and not as numbers; 
small enough to call folks by first names. 


This is a combination that leads to success. 


so important to policyholder and agent 
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AMERICAN UNITED LIFE INSURANCE COMPANY 


HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 





hope of financial security for the aver- 
age man and his family. We owe it to 
him to show him that.” 

Mr. Bentley outlined the sales pro- 
cedure which has brought him life mem 
bership in the Million Dollar Round 
Table after five years in the business. 

He starts with a ’phone call, asking 
for an appointment and telling the pros- 
pect why he wants to call. He suggests 
to the prospect the advisability of co- 
ordinating all his financial affairs “into 
one package,” and offers to do the job 
for him, regardless of whether he is 
interested in additional insurance. He 
also commits the prospects to being 
able to “squeeze out a little extra money” 
if the audit should show a need for 
more life insurance. 

The second interview is based entirely 
on the completed audit, plus a chart of 
any proposed additions. If all the things 
the prospect has said he wanted to do 
are too much for his pocketbook at 
present, Mr. Bentley doesn’t show him 
a chart of the complete program, but 
only of what he thinks the man can do 
now. 


“Don’t Take It All Right Now” 


He tells the prospect: “What you say 
you want to do is fine, of course; but I 
don’t believe you ought to undertake 
it all right now. Here’s what I suggest 
for the present.” 

He says many prospects have told 
him that. their principal reason for buy- 
ing from him was the fact that by that 
statement, “I convinced them that I 
wasn’t just trying to sell them some 
insurance, but was really suggesting 
something for their good.” 

At the luncheons, H. J. Peirce, Massa- 
chusetts Mutual, Indianapolis, presi- 
dent of the state association, urged each 
association member to become an active 
prospector for new members. He 
pointed out that while Indiana mem- 
bership is close to 2,000, there are more 
than 6,000 licenses in force in the state. 

Mr. Berson, opening speaker in the 
afternoon, gave 10 “Stepping Stones to 
Success:” Enthusiasm, calls, thinking in 
terms of other’s interests, being a good 
listener, sincerity, knowledge of the 
business, appreciation and praise of 
others, smiling, remembering names and 
faces, and playing the law of averages. 

“Your greatest asset in the business,” 
he said, “is the number of turndowns 
you have had since the last sale. They 
show how near you are to the next app. 

Mr. Taggart called for more unity and 
cooperation within the business. “If we 
in the business will cooperate more, 
we'll have less worry about competition,” 
he stated. 

He said the best antidote for a slump 
is to go to work. “If you will have faith 
in yourself, faith in life insurance, and 
faith in the future; and if you forget 
about earning money and, instead, con- 
centrate on serving people, your success 
in this business and your financial fu- 
ture will take care of themselves auto- 
matically,” he concluded. 


Oakland-East Bay Assn. 
Plans Big Sales Forum 


Speakers for the annual sales forum 
of the Oakland-East Bay Life Under- 
writers Assn., to be held at the Clare- 
mont hotel, Oakland, May 3, will include 
Charles E. Cleeton, general agent of 
Occidental Life of California at Los 
Angeles, vice-president of National Assn. 
of Life Underwriters, who will talk on 
“The Ten Commandments;” Harry J. 
Syphus, general agent Beneficial Life, 
Salt Lake City, N.A.L.U. trustee and 
speakers’ bureau chairman, who will talk 
on “Life Insurance, Liberty and the 
Pursuit of Happiness;” and Frank W. 
Bland, San Francisco, Pacific Coast 
manager for The National Underwriter 
Co. and an honorary member of the San 
Francisco Life Underwriters Assn. 
There will be three discussion panels 
in the morning session and three for the 





dividuals’ savings, increasing by $5.6 
billion, according to securities and ex- 
change commission. 


$4.3 billion, compared with $3.7 billion 
in 1949. However, individuals’ equity in 
government insurance declined because 
of special National Service life dividends 
paid early in 1950. 


afternoon. 


Life Insurance Stil] 
Offers 100-Cent 
Dollar tor 50 Cents , 


The insurance dollar, instead of being 
worth 60 cents, is the only 100 cent dol. 
lar that has frequently been purchase 
for less than 50 cents, Claude L. Benner 
president Continental American Life 
told Philadelphia Assn. of Life Under. 
writers. This becomes clear, Mr. Benne 
said, when the agent thinks of the num. 
ber of policies he has settled where 
the beneficiaries received twice as many 
dollars from the proceeds of the policy 


as the total amount of premiums which) 
the insured paid throughout his life) 
“Where else can this be done?’ he) 


asked. “Can you take more money ont 


of a bank than you deposit in it with” 


out going in debt? Can you buy a bond, 
building and loan share or a home on 
the installment plan and get complete’ 
ownership before you have completed 
your payments? The answer obviously 
is, you cannot,” he declared. 

Mr. Benner said that despite inflation, 
the insurance dollar remains the most 


needed, most valuable and most wel- | 


come of all dollars and it should be 
made clear to prospects that this will 
continue whether there is inflation or 
not. 

According to the speaker, not enough 
emphasis is placed upon the fact that 
dollars paid to beneficiary from the pro- 
ceeds of life insurance are almost always 
tax free to the beneficiary, even when 


taken in monthly payments under regu- | 


lar settlement options. 





Clifford McMillen, Famed 
General Agent, Dies at 61 


NEW YORK—Clifford L. McMillen, 
61, one of the most widely known gen- 
eral agents in the 
business, died of a 
coronary ailment 
here. 

Mr. McMillen for 
nearly two years 
had operated the 
McMillen Institute 
in New York City 
for teaching insur- 
ance and other 
business __ subjects. 
For about six 
months before that 
he was manager at New York for a 
new agency of Prudential. All of his 
business career prior to that was with 
Northwestern Mutual. He joined North- 
western Mutual as a part time agent 
while still at University of Wisconsin, 
then became an agent at Madison, a dis- 
trict agent operating out of the Madison 
office, a partner in the agency there, 
an infantry officer in the first world 
war and on his return was made home 
office general agent in 1919. ‘ 

Mr. McMillen came to New York in 
1931 as general agent, operating one of 
the largest agencies in the city and tak- 
ing a prominent part in life insurance 
activities here. He served as president 
of the Midtown Managers Assn. an 
the Greater New York Managers Assn. 
Funeral services were held in New York, 
with burial to be in Fort Atkinson, 
Wis., where he was born. 





Cc. L. MeMillen 





Most Savings in Insurance 
WASHINGTON — In 1950 insurance 


represented the largest component of in- 


Private life insurance amounted to 


Of $326 billion liquid assets held by 





individuals last year, SEC said $62 bil- 


Harold R. Breakenridge, Equitable of 2 t 
lion is private insurance and $40 billion 


Iowa, is general chairman. An attend- 





lance of about 500 is expected. 


government insurance. 
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Times as Vital as Knowledge: Wallace 


last can be dismissed, because nobody 
is worried about it, at least today. As a 
result of this, 14 men hired since last 
September had a March production av- 
eraging $32,000, a median production of 
$27,000 and only two agents had less 
than $25,000. 


“Just Another Tool” 


“We should think of A. & H. as just 
another tool in pur life insurance kit,” 
said Mr. Wallace. 

He said that in training an experi- 
enced A. & H. man te sell life insurance 
as well, it is best to let him sell what 
he knows best and then tie in a life in- 
surance package. If the man is primarily 
a life insurance salesman there should 
be lines on the data sheet that he fills 
out with the prospect that will indicate 
A. & H. coverage. That puts it up to 
the salesman to show the prospect what 
he can buy or else put him in the posi- 
tion of keeping it away from the buyer. 

Mr. Wallace said that companies 
should have combination rates on life 
and A. & H. packages that are most 


often sold and there should be combina- 
tion data sheets covering all contin- 
gencies, such as death, retirement or 
disability, all on one sheet. Classifica- 
tions for A. & H. should be as few as 
possible. It should be necessary for the 
agent to fill out only one application for 
both life and A. & H. Non-medical ap- 
plications should be kept short. 


Proper Work Habits Vital 


As to the general problem of training 
agents, Mr. Wallace said that proper 
work habits come first. Great American 
Reserve agents are supposed to inter- 
view 25 people a week and turn in 
names of 25 prospects a week and do 
their planning weekends. 

“If I said we got that, you’d know 
I was lying, so I won’t even try to fool 
you,” he said, but indicated that actual 
results are not unduly far from the goal. 

He stressed particularly the necessity 
of letting the agent know that manage- 
ment is interested in what he is doing, 
congratulating him when he does well 
and bucking him up when things don’t 
go well. 

Mr. Wallace predicted that in 10 years 
all companies will be in the A. & H. 
business, although he got quite a laugh 
by conceding that it might take 11 for 
Northwestern Mutual to come in. 


Radio Executive on North 
Central Round Table Card 


Don Davis, president of radio station 
WHB, Kansas City, will be the opening 
speaker for the North Central Round 
Table of Life Insurance Advertisers 
Assn. at Elms hotel, Excelsior Springs, 
Mo., April 27-28. His subject will be 
“Never Underestimate the Power of an 
Idea.” He has hada long career as an 
“idea man” in the publication, direct 
mail, publicity and advertising fields. He 
has been with station WHB since 1931. 





Northwestern Mutual Joins A.L.C. 


American Life Convention has added 
Northwestern Mutual, National Equity 
of Little Rock, Mutual Service Life of 
St. Paul and Ministers Life & Casualty 
Union of Minneapolis. Total member- 
ship now stands at 229 companies. 





Great-West Life has appointed Philip 
A. McDermott group representative in 
the Earl M. Schwemm agency at Chi- 
cago. He will assist John A. Church- 
man, group. supervisor, and R. E. 
Walters, assistant group supervisor at 
Chicago. 


All signs point to increased incomes 
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Frederic M. Peirce, associate director 
by company relations division of L.I.A.M.A., 
il- hands a note to Lyman C. Baldwin, agency 
on Vice-president Security Life & Accident, 

chairman of the LJ.A.M.A. A. & H. com- 
mittee. 
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Our most popular package plan resulted 
in an average first year commission of 
$108.25 per sale in 1950. 


$10 Monthly per $1000—with maturity 
for the face amount at age 65. Helps to 


Cash awards for better than average 
production and persistency — plus reg- 
ular service fees commencing the tenth 


A non-contributory pension based on 
volume and quality of business. 
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F lorida County May Sponsor 
Voluntary Health Cover 


_ MIAMI — Introduction of a revolu- 
tionary idea in hospitalization insurance 
featured the April meeting of Miami 
Assn. of A. & H. Underwriters. 

Frank Gabor, Educators Mutual, out- 
going president, announced that a com- 
mittee had been studying a proposition 
known as the “Dade County Part Pay 
Plan.” This plan, brought forward by 
the commissioners of the county in 
which Miami is situated, is an applica-. 
tion of the financial responsibility prin- 
cipal to the problem of hospitalization 
costs. 

The plan calls for the use of voluntary 
hospitalization insurance on a county- 
wide basis. If put into operation, the 
plan would probably be the first in which 
a local government has endorsed com- 
panies writing this type of insurance. 


County Commissioner in Favor 


Webb Hurley, president-elect of the 
association and chairman of the com- 
mittee studying the plan, said that 
Preston Bird, county commissioner in 
charge of hospitals and welfare, feels 
the plan would assure lower income 
families of proper hospital treatment 
without forcing the county institutions 
into the huge deficits they now assume. 

According to the terms of the plan as 

now outlined, the low income patient 
who has acquired the recommended cov- 
erage will have most of his hospital and 
doctors’ bills paid by insurance, and the 
balance will be paid by the county, The 
patient will have to use a staff doctor 
who has subscribed to the plan and who 
therefore adheres to the surgery schedule 
and set fees. 
_ All companies willing to meet the min- 
imum requirements of the plan may par- 
ticipate. At present a room rate of $7 
per day plus a surgery schedule with a 
$150 top, and an allowance for inci- 
dentals is under consideration. 

Eligibility would be limited to single 
persons with an annual income of not 
more than $2,000, married persons with 
a family income of not more than $3,000, 


plus $500 additional for each dependent 
not to exceed a total income of $4,000. 
“The plan calls for the utmost co- 
operation,” stated Mr. Gabor, “or we 
will run into more serious competition 
than we have now. But properly han- 
dled, this plan could assure a tremendous 
growth in the hospitalization field, for 
private hospitals look to the county in- 
stitutions for leadership in an under- 
taking of this kind.” 
Advertising Problem 


The local association will continue its 
study of the plan before approaching the 
companies. Among the problems to be 
solved is that of cooperative advertising. 
A series of ads has been proposed where- 
in all companies subscribing to the plan 
would be listed with the endorsement of 
the county commissioners. These adver- 
tisements would be followed by those of 
the individual companies. 

Asked for a statement of the county 
commission’s views on_ hospitalization 
insurance, Commissioner Bird said, 
“People of moderate means plan for 
everything but sickness. They plan for 
their homes, their cars, their families. 
But when they get sick, they often ex- 
pect the county to foot the bill. Jackson 
Memorial hospital, one of our two coun- 
ty hospitals, ran a deficit of $2%4 million 
last year on a total volume of $4 million. 


Make Up Insured’s Deficit 


“We think it’s about time for the 
lower income people to help themselves 
through the purchase of hospitalization 
insurance. If an eligible person can 
show us that he has been thoughtful 
enough to acquire ample insurance, 
we'll make up any deficit his hospitali- 
zation may incur. But if he is insur- 
able and doesn’t buy insurance, we'll 
make him pay the entire cost, even if 
we have to take his note.” « 

New officers elected by the Miami as- 
sociation, besides President Hurley, who 
is manager for Bankers Life & Accident, 


aret 1st vice-president, C. L. Russell, 
Professional; 2nd vice-president, Harvey 
Goodman, National Casualty. Norman 
Lodin, Estate Life, is treasurer; Herman 
Waitzman, Mutual Benefit H. & A., re- 
cording secretary, and Sidney Jacobs, 
World, corresponding secretary. Mr. 
Gabor becomes chairman of the board, 
and Alfred E. Sandler, Provident Life 
& Accident, and Lynn Golden, Mutual 
Benefit H. & A., were named directors. 





Eunice Bush to Be 


Trustee Candidate 


Mrs. Eunice Bush, Mutual Life, Baton 
Rouge, will be a candidate to succeed 
herself as a trustee of National Assn. 
of Life Underwriters at the election 
next September. 

The first woman ever elected a trustee 
of N.A.L.U., Mrs. Bush was picked for 
the one-year term last September. She 
has been a member of the Women’s 
Quarter Million Dollar Round Table 
since 1938 and was its chairman in 
1945-46. Last year she won the vice- 
presidency of the women’s division of 
the National Field Club, honor organ- 
ization of Mutual Life’s leading agents. 

Mrs. Bush’s decision to run means 
that all trustees whose terms expire 
next September will be candidates for 
either secretary or trustee. 

Candidates for secretary, all of whom 
are now trustees, are Charles J. Currie, 
Mutual Life, Atlanta; F. Leroy Garra- 
brant, New York Life, Asbury Park, 
N. J., and John D. Marsh, Lincoln 
National Life, Washington, D. C. 

Besides Mrs. -Bush, trustees running 
for reelection are Winston Emerick, 
New England Mutual, Johnstown, Pa., 
and Harry J. Syphus, Beneficial Life, 
Salt Lake City. 

_The only other announced candidate 
for trustee is Stanley Collins, Metropol- 
itan Life, Buffalo. 





Holds Agents School 


Standard Life & Accident held a 
schoo] on life underwriting for agents at 
Oklahoma City. Classes were conducted 
by Holland V. Shields, educational di- 
rector Great American Reserve. 
































NOW . , 
OPERATING Financial Statement 
in 
Arizona 
Arkansas December 31, 1950 
Colorado 
- Florida 
inois sella 
Indiana Assets Liabilities 
Iowa U. S. Government Securities -. $12,761,852.96 Policy Reserves --------------- $25,859.776.75 
Kansas Claims Due and Unpaid ------- NONE 
Other Bonds 
Maryland Rail a 1.303.946.73 Reserve for Death and Dis- 
Michigan wes Almere iap yeep, ability Claims __-_------2 358,427.60 
Minnesota asin a 4,537,245.08 Present. Vatwe of Installment — 
° A State an WERE  tkicdcnnccnnaynnens 252, _ 
ea Municipal _-. 686,907.36 Trust Funds —.-------------- _- _1,617.004.69 
Ohio Industrial and Policyholders’ Funds --------. 1,510,636.88 
Oklahoma Miscellaneous_ 64,905.33 6.593 ,004.50 Reserve for Taxes —_..-.-----.. 126,669.16 
DSRS See ee OPN eR, NEE —— 1,043,819.47 Reserve for Other Liabilities 132,669.08 
Texas Oregon First Mortgage Loans —___--- 5,706,089.00 Special Contingency Reserves -- 450,000.00 
Utah NRE cincitticcawnccsanwied 628,054.77 
Vircini Real Estate Sold Under Contract 135,006.83 Total Policy Reserves and Lia- 
irginia 2 RNG on $30,307 ,974.24 
Washington Policy Loans and Interest —_-- 3,933,.843.77 Capital 325,000.00 
; and Stocks, Preferred and Common 923,351.95 Sal ceoe a $ 1.688.152.66 
District of Columbia Premiums Due and Deferred -.. 511,273.09 Surplus Funds for Protection of 
‘a Other Assets ----------------- 84,751.06 Policyholders -.--------.. _2.013.152.66 
Excellent general agen 
meter em svaliane, BORAS:...nc ce Ses $32,321,126.90 TOTAL $32,321,126.90 
for capable, industrious : 
or x! correspondence Life Insurance in Force ___________ $129,567,837.00 
e A & H Department Premium Income in 1950 .....$1,444,097.14 
©. F. Davis, Vice President 
Director of Agencies 
e s ® s 
we —crianaice | [[linois Bankers Life Assurance Compan 
Accident & Health — Polio 
i eet 
‘ancnise — rou e es 
P Monmouth, Illinois 
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G. S. Nollen Retires 
from Bankers of Ia; 
Brooke Advanced 


Gerard S. Nollen has resigned a) 
chairman of Bankers Life of Iowa tip 
retire under the 
company’s pension 
plan. He will con- 
tinue as a member 
of the board and as 
a member of the 
executive commit- 
tee, and finance 
committee. 

Mr. Nollen has 
had a distinguished 
career. He was one 
of three brothers 
each of whom be- 
came president of 
an outstand- 
ing Iowa _institu- 
tion. His brother Henry, now deceased, 
was president of Equitable Life oj 
Iowa; his brother John, now retired, was 
president of Grinnell College, and 
Gerard was president of Bankers Life 
before becoming chairman. His presi- 
dency covered the years when the com- 
pany grew from a little more than $71 
million in assets to nearly $365 million 
and built its insurance in force to more 
than $1 billion. 

He is a past president and member of 
the executive committee of American 
Life Convention, served as chairman of 
Assn. of Life Insurance Presidents and 
as president of its successor organiza- 
tion, Life Insurance Assn. of America, 
He has been a member of the board of 
Institute of Life Insurance, serving twice 
as chairman. 

Dwight Brooke, general counsel since 
1947, has been elected vice-president and 
general counsel. He attended Grinnell 
College and graduated from the law 
school of University of Iowa in 1931, 
In 1937 he left the Des Moines law firm 
of Holliday & Brooke to join the legal 
department of Bankers Life and was 
elected assistant counsel in 1938. He 
served in the navy during the last war. 

John Sackett, supervisor of account- 
ing since 1948, was named accountant. 
He joined the company in 1928 and after 
four years in the investment department 
entered Grinnell, returning to the invest- 
ment department on graduation there 
in 1936. He is a navy veteran. 





Gerard S. Nollen 





N. C. Department’s Omnibus 
Bill Enacted into Law 


RALEIGH — One more change was 
made in the department’s omnibus bill 
before it was enacted into law by the 
general assembly. 

_ The house struck out a provision put- 
ting a limit on the voting stock in a 
non-insurance corporation which may be 
acquired by a domestic life company. 
The senate concurred in the amendment. 

The bill had limited the life companies 
to 50% of a non-insurance firm’s voting 
stock. Now, there is no limit but ap- 
proval by the commissioner is necessary 
if the amount of stock exceeds 20%. 





Canadian Advertisers Meet 


The life advertisers’ section of 
Canadian Life Insurance Officers Assn. 
will hold its annual meeting on May 31 
at Winnipeg. It is expected that adver- 
tising executives from 50 companies 
will be present. Speakers will be E. K. 
Williams, chief justice of Manitoba; 
R. H. G. Bonnycastle, president of the 
Winnipeg chamber of commerce, an 
Alan M. Kennedy, director of public 
relations of Northwestern National Life. 

Chairman of arrangements is W. A. 
Neville, Great-West Life, assisted by 
J. P. Ferguson, London Life of Ontario 
and P. Ian Murray, Confederation Life. 





Joseph S. Johns has been promoted to 
assistant manager at San_ Francisco of 
Unity Mutual Life & Accident. 
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from Companies on 
Equity Purchases 


NEW YORK — Announcements as 
to the intentions of life companies domi- 
ciled here with regard to their newly 
enacted authority to buy common stocks 
will probably be distinguished by their 
absence. re 

The same principle applies to the fu- 
ture equity buying activity of non-New 
York companies which may enter the 
field as well as to expanded buying by 
companies operating a portfolio pres- 
ently containing common stock, 

There are several reasons for the an- 
ticipated reticence. Companies do not 
want their immediate intention to buy 
common stocks to become public knowl- 
edge because the news would stimulate 
great curiosity as to what issues they 
are going to buy. In fact, some of this 
has already happened. People try to get 
a line on what X Life Company is going 
to buy because they assume that what’s 
good for a life company will be good 
for them. Also, they would like to buy 


Act Offers Pensions 
at Bargain Prices 


Some exceptional pension bargains are 
available under the revised social secur- 
ity act, the “Economic Intelligence” 
bulletin of U. S. Chamber of Commerce 
points out in its latest issue. The bul- 
letin says: 

“To a limited number of persons aged 
62 and over, who can meet rather strict 
qualifications, the government offers 
some spectacular bargains in lifetime 
pensions—an annuity worth $3,900 for 
only $9.36, and a $4,875 annuity for only 
$14.16. 

“These bargain rates are available only 
during the transition period while the 
1950 amendments to the social security 
act become effective. Persons aged 62 
and over can new qualify for pensions 
by working 18 months in covered occu- 
pations. 

“An extreme example is a person aged 
62 who has not worked in occupations 
covered by the program. He can now 
accept employment earning $17 per 


of $20 per month when he reaches age 
65. His pension is increased an addi- 
tional $10 per month when his wife 
reaches age 65. Upon his death, the 
widow receives a lifetime pension of $15 
per month after age 65. If purchased 
from an insurance company an annuity 
of this nature would cost $2,400 to $3,900. 

“Another example is a self-employed 
person earning $35 per month. He pays 
taxes of $2.36 every three months, a 
total of $14.16 in 18 months. For this 
amount he is entitled to a pension of 
25 per month at age 65 plus $12.50 
additional if his wife is age 65 or over. 
After his death the widow receives 
$18.75 per month if 65 or over. This 
annuity has a value of some $3,000 for 
a single man, and about $4,875 for a 
married man. 

“Fortunately for the stability of: the 
old age insurance fund, few persons can 
qualify for these cut rate pensions.” 





General American Assigns Three 

General American Life has appointed 
Rollie M. Slotten general agent in south- 
west Iowa; H. Carl Seal general agent 


has been with Ohio National Life ate 
Cassville for 15 years. Mr. Ellis has been 
a contractor and engineer for 21 years. 





Ten Under Canadian Ban 


Ten United States companies have per- 
sisted in selling insurance in Canada, 
despite the fact that they have obtained 
no license and have been denied the use 
of the mails in Canada, H. W. Warwick, 
Dominion superintendent, reports. They 
are: American Farmers, Phoenix; Amer- 
ican L. & A., St. Louis; American Trav- 
elers, Indianapolis; Associated Adjust- 
ers, Milwaukee; Bankers National, 
Phoenix; Burbank Mutual & Benefit, 
Los Angeles; Capital Mutual Benefit, 
Denver; Pioneer Mutual Benefit, 
Phoenix; Prudence Mutual Benefit, Jer- 
sey City, Reliance Life & Casualty, 
Phoenix. 





Kill State Fund Publicity Bill 
MADISON, WIS. — The state as- 
sembly has killed a bill which would 
have authorized spending $10,000 an- 
nually to publicize the Wisconsin State 
































a block of it ahead of time, because if month, pay social security taxes of 26 in Cassville, Mo., and Roy Ellis, Life Fund for the purpose of securing 
the life company bought into the issue cents per month, or $4.68 in 18 months. district manager at Palmyra, Mo. Mr. more applicants for state life insurance. 
heavily the price would go up and they d 
million) profit by it. To that extent, the com- 
o more. pany would lose. It would have to buy 
at the co aa price. ‘ - a 
nber of | In addition, investment departments 
nber of | Jn addition, investment departments | Prudential security plans sell because they serve. 
man of | than necessary by brokers trying to sell 
its and : stocks. 
ganiza- | , P 
merica, Will Expert Quietly 
ard of | Thus it may be that companies will 
g twice = be employing equity experts to super- 
. | vise their purchasing but there will be 
I since scant publicity about it. In any event, 
nt and there is expected to be little indication 
Tinnell as to what specific duties new invest- 
ie law ment personnel will be performing. 
| 1931, | Prudential, for example, in 1950 went 
w firm) into the market and bought more than 
> legal | = $50 million of common stock. There was 
1 was no public indication of this until the an- 
. He nual statement was filed in February, 
t war. 1951. 
count: A further reason for companies not 
intant, rushing into the common stock field now 
lafter | is that their funds were committed be- 
tment | fore the law was passed. Loanable 
nvest- | money is in increasingly short supply. 
there Several months may elapse before they 
have funds to put into equities, if they 
are so inclined. 
ibus : : 
Connecticut General Life has lent ap- 
proximately $244 million to the various 
ae individual owners of Greenhills Home 
s bill Owners Corp. The loan retires the 
seem held _ U. EM gsocen housing 
administration. enhil incin- 4 4 A ‘ , 
‘ine nati, is one of. the federally ‘built _ Doctor Morton Stone of Texas just found a way to provide the protection his family needs 
in a pi a constructed mer the while he’s meeting the expenses of building a new practice, Thanks to Prudential’s Modified 
epression. t 5 ‘ ° ° : 
os jo with Paral es — an oe 5 policy, Dr. Stone’s premiums during the first 5 years are 50% less than in later years. Dr. 
nent Stone has $15,000 of Modified 5. At age 26 this valuable protection costs him less than $16.00 
meets a month for the first 5 years—only $30.90 a month after that. And dividends — usually pay- 
= able beginning with the end of the second policy year — reduce this low cost. 
sary 
John Dobbs, The Prudential man who sold this plan says, “Last year our Company sold over 
et 383 million dollars of Mod 5 alone. I’m out to get my share of this profitable market. I ex- 
: a pect to sell a lot of Modified 5 to young professional men because the Mod 5 is a plan they 
ssn, can afford NOW.” 
Aon The above facts are based on an actual case in our 
nies files, but of course, true identities are not shown. 
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Scholefield, vice-president of North Ameri- no. e ae pon gg ° eng ea 
1 to can Life & Casualty; and Spencer Keare, yal " , se 
. of —— vice-president of Federal Life of 
cago. 


XUM 























HteNATIONAL 





April 13, 195) 





April 13, 1 





EDITORIAL 


COMMENT 


PERSONAL SIDE OF THE BUSINESS — 





Added Solidarity for the Business 


The 
Mutual 


recent entry of Northwestern 
Life into the Life Insurance 
Assn. of America and the American 
Life Convention is an event of more 
than passing interest for the company, 
the organizations, and the entire life 
insurance business. This company for 
many years has been the only very large 
insurer outside the fold of L.I.A. and 
its predecessor, the Assn. of Life In- 
surance presidents, while in recent years 
it has been one of the very few large 
companies that failed to avail itself of 
the right to belong to A-L.C. when the 
restrictions against companies above a 
certain size were removed as A.L.C. and 
L.I.A. moved in more closely parallel 
courses. 

Northwestern Mutual’s reluctance to 
join the former Life Presidents associa- 
tion when it was organized more than 40 
years ago was based largely on a feel- 
ing that it was too remote from the 
east to have an effective voice in the 
running of the organization. For the 
most part the companies were located 
in the eastern states. If it couldn’t carry 
its share of the administrative load, 
Northwestern Mutual preferred to play 
a lone hand. 

Getting a free ride, benefiting from 
the legislative work of the company 
associations has not been Northwestern 
Mutual’s_ policy, however. Nobody 
could say that Northwestern Mutual 
saved money by staying out of the 
associations, for it has its own highly 
efficient and effective legislative depart- 
ment. For many years this has been 
headed by Legislative Counsel Clarence 
C. Klocksin. A fine relationship exists 
between Northwestern Mutual’s legis- 
lative department and the company asso- 
ciations. 


It has been a gradual evolution rather 
than any single occurrence that resulted 
in Northwestern Mutual’s decision to 
join forces with L.I.A. and A.L.C. Un- 
doubtedly a large factor was that for the 
last 10 years Northwestern Mutual has 
been cooperating with other companies 
through membership in the Institute of 
Life Insurance and its planning com- 
mittee. 

Particularly with the growing im- 
portance of the federal government tc 
all insurance operations, it has become 
increasingly desirable that the life in- 
surance business be in a position to 
speak with one voice, representing the 
largest possible number of policyholders. 
Because of Northwestern Mutual’s size 
and character, its addition to the L.I.A.- 
A.L.C. ranks is an important step in 


consummating this unanimity in the 
business of life insurance. 
Until now, Northwestern Mutual 


could have no part in formulating the 
policies of L.I.A. or A.L.C. If its views 
differed from the “industry” view pre- 
sented by L.I.A. and/or A.L.C., North- 
western Mutual had no choice but to 
raise a lone voice in opposition or else 
go along with a position that it felt to 
be needlessly disadvantageous. As an 
organization member, however, the 
company can make itself heard at the 
time association policies are being for- 
mulated and do this in an affirmative 
way, rather than seeming to oppose pub- 
licly the “industry” view on various 
matters. 

Northwestern Mutual, the Life In- 
surance Assn. of America, the Amer- 
ican Life Convention-and the entire 
life insurance business are to be con- 
gratulated on this new evidence of the 
institution’s solidarity. 


Valise Hero, the Agency Trouble-Shooter 


From many points of view, the tough- 
est jobs in the life insurance business 
are those filled by the agency trouble- 
shooters, those home office men of vary- 
ing titles who are rushed to head 
agencies anywhere and everywhere in 
the country whenever an emergency 
occurs. When a general agent or man- 
ager resigns, when an agency head dies 
or is ill, many companies dispatch these 
trusty home office representatives to the 
spot immediately to provide leadership. 

These men have to be versatile, be- 
cause they are plunked down in un- 
familiar territory and must immediately 
take over the sales and office reigns of 
a unit which is new to them. They are 


often given the assignment of recruiting 
replacements for the missing agency 
heads or to pass on the suitability of 
men already in the agency to take over 
the job. They are charged with keeping 
the old organization together, keeping 
production up and stemming the de- 
moralization that can often result in such 
situations. All this they must do while 
away from their homes and living from 
a suitcase. 

Men in these posts are receiving the 
best sort of agency training as a reward, 
but they deserve also the thanks of the 
business for providing managerial sta- 
bility where and when it is most greatly 
needed. 


Herbert P. Lindsley, Occidental Life, 
president of Wichita Assn. of Life Un- 
derwriters has been elected to the board 
of education there. 


The University of Detroit Alumnae 
Assn. has named Mrs. Ruth Kelley 
Skidmore, general agent for Manhattan 
Life at Detroit, as its woman of the 
year. Mrs, Skidmore is a past president 
of the alumnae group. 

Hugh B. Neely, district manager for 
Interstate L. & A. at Cleveland, Tenn., 
narrowly escaped drowning when he 
lost control of his car and plunged into 
the flooded waters of Big Soo creek. Mr. 
Neely escaped through a window of the 
auto which was washed 200 yards 
downstream. 

Levi B. Rymph, Columbian National 
general agent, is the new president of 
the Wichita Optimists Club. 

Henry W. Laffer, Northwestern Mu- 
tual general agent at Wichita, is re- 
cuperating at his home there following 
surgery at the Mayo Clinic but does 
not expect to return to his office for 
some weeks yet. 

J. Fleet Cowden of Henry M. Faser, 
Jr., agency of Boston led all New Eng- 
land agents of Penn Mutual Life in 
total volume for both 1949 and 1950. He 
has just passed the Massachusetts bar 
examination and will be admitted to the 
bar there. He is a graduate of Harvard 
law school. 

Charles Edwards, general agent of 
Manhattan Life at New York City, ac- 
companied by Mrs. Edwards, sailed 
Monday for a two months’ trip to 
Europe, after being hosts at a cocktail 
party and a dinner aboard ship attended 
by home office officials and brokers. Mr. 
and Mrs. Edwards will visit England, 
Scotland, Switzerland, Italy and the 
Riviera. While in Rome, they expect 
to have an audience with the pope. 

The engagement of Walter B. Ar- 
nold, Jr., general agent in southern Flor- 
ida for Aetna, to Nancy Luckadoo has 
been announced. The wedding will take 
place in June. Miss Luckadoo was with 
Provident L. & A. for several years. 

John H. Evans, manager at New York 
City for Home Life of New York, 
recently received his 15-year service pin 
from President William J. Cameron at 


the home office. The agency has been 
one of Home Life’s leaders since its 
organization in 1945. Mr. Evans js 
president of the New York City Life 
Managers Assn. and administrative vice. 
president of the New York City Life 
Underwriters Assn. 


Jack Klein, head of an aptitude testing 
organization widely used by life com. 
panies, is co-chairman of a Columbia 
University course on selection of sales. 
men, that is nearing its conclusion. The 
course is titled “Marriage, Family and 
the Job.” 


Ralph R. Lounsbury, president of 
Bankers National Life, has been ap. 
pointed chairman of the special gifts 
committee for the community chest of 
the Oranges and Maplewood, N. J. 








Program Changes Needed 


The importance of changing the life 
insurance program as well as settlement 
arrangements, with the advice of a life 
insurance adviser, as the family situation 
changes was stressed by Warren R. 
Moore, Milwaukee, vice-president of 
Old Line Life, who spoke at a series of 
discussions on finances for. women 
sponsored by Waukesha (Wis.) State 
Bank. Sufficient life insurance some- 
times has inadequate settlement arrange- 
ments which leave a widow in a difficult 
financial situation. Mr. Moore empha- 
sized that the owner of life insurance 
controls the policy, rather than the com- 
pany, which must follow the contract 
provisions in settlements. 





Cal. Bond Exchange Ruling 


Insurance Commissioner Maloney of 
California, has ruled that insurers in re- 
porting exchanges of 244% Treasury 
bonds for 234% Treasury bonds may re- 
port them at a cost corresponding to 
the amortized value of bonds surren- 
dered calculated as of the surrender date. 
The deposit value of the new bond will 
be the market value of the 142% five 
year marketable Treasury notes for 
which they may be exchanged, if such 
a market value is not in excess of the 
par value, he states. 











SOME OF THOSE ATTENDING THE L.I.A.M.A. A. & H. CONFERENCE: 





Wilfrid E. Jones, director of public relations of National Assn. of Life Underwriters; 
Lyman C. Baldwin, agency vice-president of Security Life & Accident, chairman of the 
L.LA.M.A. A. & H. committee; John Lenhart, Great-West Life, Cleveland, chairman of 
the N.A.L.U. A. & H. committee; C. J. Zimmerman, associate managing director of 
L.LA.M.A., and John W. Sayler, vice-president of Business Men’s Assurance. 
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~__ DEATHS 


WILBUR H. PIERSON, 85, who re- 
tired in 1940 as a vice-president of New 
York Life after 56 years with the com- 
pany, died of a heart attack at Havre 
De Grace, Md. He was enroute home 
with his wife from a winter vacation 
at Daytona Beach and suffered a heart 
attack while driving along the highway. 
He handled relations with insurance de- 
partments for the company and was well 
known throughout the country. 

EUGENE G. ADAMS, 65, president 
Johnson & Adams agency of Washing- 
ton, died of a heart attack at his home. 
He was a past president of the District 
of Columbia Life Underwriters Assn. 

ISAAC B. KILBURN, 81, who was 
with Prudential for 45 years, died at 
Montclair, N. J. He was division super- 
yisor at New York until his retirement 
11 years ago. 

WILLIAM M. HOWIE, 62, assistant 
purchasing agent for Prudential, died at 
his home in East Orange, N. J 

WILLIAM L. COONROD, 66, gen- 
eral agent for Northwestern National 
at Springfield, Mo., died of a heart at- 
tack. Mr. Coonrod and his brother, 
Harold, joined Northwestern National 
as general agents in Butler, Mo., in 
1932, moving to Springfield in 1935. In 
1946, his brother became general agent 
for the company at Warrensburg, Mo., 
and W. L. Coonrod became sole gen- 
eral agent at Springfield. Mr. Coonrod 
was a past president of Missouri Life 
Underwriters Assn. His agency had 
won first place in its division for the 
1950 Basswood production contest for 
the company. 

JOHN J. YOUNG, 57, assistant man- 
ager of John Hancock at Buffalo, died 
suddenly while working in his garden. 
He had been with the company about 25 
years. 

HUGH C. TERWILLIGER, 44, Cal- 
ifornia general agent for Western_Life 
at Los Angeles, died in a San Diego 
hospital from injuries received in an 
automobile collision near San Diego. 
His wife, who was with him, received 
minor injuries. 

W. NELSON BAGLEY, 65, assistant 
actuary of Travelers, died suddenly at 
White Sulphur Springs where he was 
attending the annual meeting of Home 
Office Life Underwriters Assn. He was 
stricken while eating dinner at the 
Greenbrier hotel. For many years Mr. 
Bagley was chairman of the occupa- 
tional committee of H.O.L.U.A. 

He had been with Travelers 38 years. 





He graduated from University of Ver- 
mont in 1909 and taught mathematics 
until he joined the company in 1913. 
He was appointed assistant actuary in 
1919. 


OBSERVATIONS 


G.I."s Good Loan Market 


Of the 2,792 mortgage loans aggre- 
gating $19,149,487 made to war veterans 
by Manhattan Life from V-J Day to 
Dec. 31, 1950, less than one quarter of 
1% have resulted in foreclosures. At 
the end of 1950, the company had 2,493 
G.I. loans outstanding for a total of 
$16,218,319, averaging $6,505.54. There 
were only two foreclosures, totaling 
$12,251, during the year. 


Why Girls Leave Home Offices 


The increasing percentage of women 
employed in life company home offices 
over the years has been an added factor 
in companies being squeezed even worse 
by the present shortage of female cleri- 
cal help. Besides the usual difficulties 
of getting clerical workers, there is the 
widespread tendency of girls to want to 
work where there is a higher percentage 
of marriageable males than in the usual 
home office. Some companies have even 
found that they were losing quite a few 
of their more marriage-minded gals to 
other employers where the pay was less 
and the working conditions were less 
pleasant but where the chance of getting 
acquainted with personable members of 
the opposite sex seemed substantially 
greater. 








Life Insurance Comes First 


“Forbes Magazine” cautioned re- 
cently that no man should invest in com- 
mon stocks unless he has an adequate 
life insurance program. Life insurance 
takes first priority, followed by money 
in the bank and ownership of a home. 
If these three provisions have been 
made, a man is in a position to own 
common stocks, the magazine states. 


Professors’ OASI Difficulties 


R. McAllister Lloyd, president of 
Teachers I. & A., warns in the annual 
report of his organization that the 
greatest weakness of social security as 
it applies to the educational world is 
that staff members of publicly supported 
colleges and universities cannot be cov- 
ered by OASI if they are in positions 
included under existing retirement plans. 
While social security is based on the 
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principle of transferable pension rights, 
the transfer breaks down between cov- 
ered and uncovered employment. Mr. 
Lloyd says that this weakness can be 
corrected by extending OASI to public 
employment and practically all gainfully 
employed and by revising public retire- 
ment systems to provide a more equi- 
table arrangement for the person who 
leaves before retirement. 





Negative A.&H. Factors 


The great growth of private health in- 
surance plans on a group and a personal 
basis is a great argument against the 
need for socialized medecine, but at the 
same time, to some, it represents a nega- 
tive factor to be considered by a com- 
pany before deciding to enter the A. & 
H. field. More than half the labor force 
has some form of weekly indemnity. 
Hospital and surgical protection plans 
are expanding at a rapid clip. A. & H. 
policies can’t be piled on top of each 
other as life policies can because of 
moral hazard. Another argument ad- 
vanced against a company’s entering 
the A. & H. field is that with the life 
business already very complex and an 
agent faced with far more problems 
than ever before, to pile A. & H. on 
him may be giving him more of a load 
than he can carry. 





Manhattan Captures a Town 


A good example of intense concentra- 
tion in one community is presented in 
the mountain town of Kremmling, Colo., 
where out of a population of 870 there 
are 316 people, 41.5%, who have policies 
with Manhattan Life. Responsible for 
this situation are John A. Culbreath, 
general agent at Denver, and Carl G. 
Breeze, who has been with the agency 
for 27 years. Mr. Breeze, who is presi- 
dent of the Bank of Kremmling and past 
president of Colorado Bankers Assn., 
has worked jointly with Mr. Culbreath 
on most cases since 1918 when the popu- 
lation was 250. 





Leland J. Kalmbach (left), president of 
Massachusetts Mutual Life, shows Mrs. 
Miriam K. Lyons, company nurse, and 
Logan J. Massee, chairman of the com- 
pany’s blood donor program committee, 
the certificate of appreciation from the 
Red Cross in recognition of contributions 
s — by 198 company employes since 
an. 1, 





Neb. Legislation Passed 


The Nebraska legislature has passed 
a bill permitting domestic companies to 
pool other companies in financing con- 
struction of buildings for long term 
leases to business. ° 
_ Another bill permits anyone with an 
insurable interest to apply for, own and 
receive benefits on an A. & H. policy. 





King to San Francisco 


James H. King, Jr., Indianapolis man- 
ager of Hooper-Holmes Bureau, has 
been transferred to the San Francisco 
office as service analyst. He is suc- 
ceeded at Indianapolis by L. E. Dear- 
ing, who has been manager at Houston. 





Admitted assets, $134,000,000. 
Premium income, $41,280,000. 


serve combined), $26,750,000. 
Policies in force, over 3 million. 
Claims paid daily, over 3,000. 


local representatives. 


premium income. 


H. R. KENDALL, Chairman 








A Look at the Record 


A look at the record shows that 1950 was a big year for the Washington 
National. We think 1951 should be an even bigger one. 


Here are the main figures, as of December 31, 1950—in round numbers: 


Life insurance in force, $660,000,000. 


Excess security to policyowners (capital, surplus and contingency re- 


Operating in 46 states and the District of Columbia, with over 4,000 


Washington National is in the top 25 per cent of life companies in in- 
surance in force; fifth among accident and health stock companies in 


Lines written: life, accident, health, hospitalization, franchise, group. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON, ILLINOIS 


G. P. KENDALL, Secretary 


R. J. WETTERLUND, President 
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Opportunity 


knocks more 





than once 


There are many doors upon which 
opportunity knocks in the rapidly grow- 
ing Crown Life organization. 

Ask our Agency Department about 


° opportunities for you. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


The Crown Life is now licensed to operate in 
Alaska, Arizona, California, District of Columbia, 
Hawaii, Idaho, Indiana, Louisiana, Michigan, 
Minnesota, Mississippi, Missouri, New Jersey, New 
Mexico, North Dakota, Ohio, Puerto Rico, Texas, 
Virgin Islands, Washington. 


LIFE AGENCY CHANGES 





Fehon S.E. Group Sales 


Manager of New York Life 


William L. Fehon, Jr., has been ap- 
pointed southeastern division group sales 
manager by New 
York Life, with 
headquarters at 
Washington, D. C. 
He will direct 
group sales activi- 
ties in 15 eastern 
states, ranging 
from New Jersey 
to Florida and from 
Kentucky to Mis- 
sissippi. Sub-offices 
are being estab- 
lished at Philadel- 
phia, Pittsburgh, 
Baltimore, Atlanta 
and several other 
major centers to be selected. 

Mr. Fehon entered insurance with 
Prudential. After army service in the 
last war, he returned to that company as 
group service representative and soon 
moved into sales work. Before joining 
New York Life, he was district group 
sales manager of Prudential at Balti- 
more. 


Reliance Ups Goodbread 
to Manager at Dallas 


Reliance Life has promoted Royce E. 
Goodbread, assistant manager at Los 
Angeles, to manager at Dallas. He 
started with Reliance in St. Petersburg, 
Fla., in 1935, and was appointed to his 
present job in 1949. He is succeeded at 
Los Angeles by Warren G. Fandrey 
who has been there with Reliance since 
1948. 


Life & Casualty Promotions 


Life & Casualty has promoted G. B. 
Smith, Jr., home office representative in 
the southeastern division to state super- 
visor in Virginia. He joined the com- 
pany in 1938 at Richmond. He has been 
a superintendent at Petersburg and 
Roanoke. He served in the army. 

C. C. Poteet has been promoted to 
district manager at Macon and G. R. 
Keen has been named district manager 
at LaGrange, Ga. Mr. Poteet has been 
superintendent at Atlanta since 1938. He 
joined the company there in 1933 and 
has also been at Decatur, Ala., and Co- 
lumbus, Ga. He succeeds T. A. Bone, 
resigned. 

Mr. Keen, who has been division su- 
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LaGrange, has taken over Mr. Potee: 
post at Atlanta. 





Franklin Life Appoints 


John W. Boyd, president of the San 


and formerly with 
Connecticut Gen- 
eral Life there, has 
been named region- 
al manager in San 
Francisco, Marin 
and Sonoma coun- 


ties by Franklin 
Life. 

Mr. Boyd has 
spent 20 years in 
the life insurance 
business, with an 


average annual pro- 
duction of half a 
million dollarsa 
year. He entered 





John W. Boyd 

the field with Northwestern Mutual in 
Newark and later was transferred to 
Reno. Eight years ago he moved to San 
Francisco and joined Connecticut Gen- 


eral. He has been a member of that 
company’s honor roll every year since, 
and is a member of the President’s Club, 
composed of the top producers. 

Mr. Boyd is past president of the 
Leading Producers Club of northern 
California. 


Koepke Named at Hastings 


Bankers Life of Nebraska has ap- 
pointed Howard M. Koepke general 
agent at Hastings, Neb. He started with 
the company at Kearney, Neb., as an 
agent in 1948 and has become one of 
its leading producers. In 1950 the ranked 
among the 20 leaders. He is a member 
of the Millionaires Club. 

While with the Kearney agency he 
was in charge of the district office at 
Hastings. 


Republic Nat'l Names 4 


Republic National has opened four 
new branches. Managers appointed are 
B. L. Champagne, Baton Rouge; Ross 
Bryngelson, Omaha; Carl F. Newby, 
Springfield, Ill, and L. T. Smith, 
Wichita. 


Lee Krikava Is Promoted 


Guaranty Union Life has appointed 
Lee Krikava agency supervisor for cen- 











tral California. He has been with the . 


company as a general agent for about 
a year. 

Mr. Krikava has been in insurance 
for 17 years including experience as a 
manager for Metropolitan Life, Acacia 
Mutual and Reliance Life. 


Names New Detroit Manager 


Confederation Life has appointed 
George J. Hergenroether manager of 
the Detroit divisional area. The com- 
pany has expanded its quarters there 
and is now located at 1914 Guardian 
building. Mr. Hergenroether was for- 
merly with Equitable Society as as- 
sistant manager. 


John G. Khouri has joined the Sum- 
mers agency of New England Mutual 
at Boston as head of a new department 
of technical research and planning. Mr. 
Khouri is an attorney and for 10 years 
has been with Connecticut General in 
Boston. 


Virgil 








Baer, district manager for 


Union Central at Salina, Kan., has been 
named regional supervisor with head- 
quarters there. 


J. W. Boyd in San Francisco} 


Francisco Life Underwriters Association | 
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ACCIDENT AND HEALTH 





— 


Cal. Department Seizure of 
Medical Association Upheld 


Superior Judge Shell at San Diego, 
Cal., held American Independent Med- 
ical & Health Assn. was conducting an 
jnsurance business in violation of the in- 
surance code, and thereby sustained its 
seizure by former Commissioner Downey 
late in 1950. The association had ap- 
pealed to the courts from that action. 

This was the first move made by the 
California department against the so- 
called health associations, operating 
mainly in southern California, which 
have been a source of many complaints. 

The association contended it was not 
transacting insurance, but was selling a 
service to its members, and therefore, 
did not come under the supervision of 
the insurance department or the insur- 
ance code. 

The commissioner’s order of seizure 
followed an examination which showed 
that the association was hopelessly in- 
solvent, with a deficit of $17,000 in 
addition to a note in the bank. Members 
had complained they were not receiving 
the benefits they were led to believe 
would be granted. 

The court’s memorandum opinion, 
after reciting the details of its activities, 
said: “This is precisely the form of insur- 
ance which lends itself to fraud upon 
the public, from which fraud the re- 
quirements of the insurance code are 
expected to protect.” 

It directed the commissioner to pro- 
ceed to dispose of the assets of the 
corporation and also to prepare the judg- 
ment in accordance with the finding. 

It is understood that the department 
will take action against other similar 
organizations and also that as a result 
of this court order, several are taking 
steps to wind up their affairs. 

Robert Bauer, general manager of 


Better Business Bureau of Los Angeles, 
declared recently that these so-called 
“fake” associations had mulcted the pub- 
lic of more than $6 million. 


Rydman Joins Legal Statf 
of H. & A. Conference 


Robert H. Rydman, assistant director 
of insurance of Nebraska, has been ap- 
pointed to the staff of H. & A. Under- 
writers Conference to assist in legal ac- 
tivities and insurance department liaison 
work. 

Before entering military service in 
1941, Mr. Rydman attended University 
of Nebraska, and resumed his work 
there after his release from service with 
the rank of major, graduating from. the 
college of law. In 1948 he was appointed 
policy attorney of the Nebraska depart- 
ment and in 1949 was made departmental 
attorney. He was given additional duties 
as assistant director in 1950. 








New San Diego Group 


SAN DIEGO —The organization of 
San Diego A. & H. Assn. was begun 
here last week. Harvey D. Quigley, Mu- 
tual Benefit H. & A., San Francisco 
regional zone director of International 
Assn. of A. & H. Underwriters; Ray G 
Scofield, Los Angeles, president of the 
California association, and W. E. Lebby, 
Los Angeles, general agent of Massa- 
chusetts Indemnity, state educational 
chairman, helped get the new association 
under way. A nominating committee 
was named to select a slate of officers. 

Mr. Quigley spoke on the relation of 
the International and California associa- 
tions and their values to the new San 
Diego group. Mr. Scofield gave a re- 
view of legislative matters, and Mr. 
Lebby outlined the types of meetings 
the local group could hold. 


A. & H. Agent Key Man in 
Public Relations: Skutt 


ST. LOUIS — The A. & H. agent is 
the key man for good public relations 
work, V. J. Skutt, president of Mutual 
Benefit H. & A., told St. Louis A. & H. 
Underwriters Assn. in speaking on 
“Public Relations Work.” The attend- 
ance was the largest in 15 years. 

He said that, generally speaking, the 
agents form the only contact with the 
general public and that their personal 
sales efforts and other activities in deal- 
ing with the public can determine the 
success of any industry-wide public re- 
lations program. 

He presented a three-way program for 
the men in the field to create good pub- 
lic relations within the industry. This 
formula included: (1) Work hard to see 
that every person is given the opportu- 
nity to obtain the adequate and sound 
protection now available. (2) Explain 
carefully all the policy provisions so 
that the policyholder will know exactly 
the protection provided and under what 
conditions. (3) See that applications are 
handled promptly and that the policy is 
delivered with a minimum of delay. 





Hear Hallock at San Diego 

Robert P. Hallock, Jr., superintendent 
of agencies of Massachusetts Protective 
and Paul Revere Life, addressed the 
April meeting of San Diego A. & H. 
Underwriters Assn. 





Pan-American in Conference 


Pan-American Life has joined H. & A. 
Underwriters Conference. Membership 
of the conference now totals 156 com- 
panies and nine associate members. 


Minn. A.&H. Congress May 4 


The 1951 All-Minnesota A. & H. sales 
congress will be held at the Curtis hotel, 
Minneapolis, May 4, sponsored by Min- 
nesota Assn. of A. & H. Underwriters. 





COMPANIES 


Reward General American 
Employes for Recruiting 


An employe recruitment program un- 
der which General American Life offers 
prizes to its employes who bring in new 
workers is paying dividends. In the first 
month, 10 of the girls working in the 
home office had recommended friends 
who were hired. 

Under the General American system, 
the employe recommending a friend for 
employment receives $25 for each person 
accepted and receives another $25 if the 
individual is still with the company after 
90 days of employment. All employes, 
new and old, except officers and super- 
visors, can participate in the program. 


Union Central Revives Its 
Policyholder Publication 


Union Central has revived the custom 
of producing a semi-annual publication 
for its policyholders, “The Union Cen- 
tral Advocate.” The first issue of this 
publication came out in 1869 and it was 
an issue stressing editorial fare of gen- 
eral interest just as is its counterpart 
in modern garb. The new “Advocate” 
is a magazine in two colors. It includes 
articles on baseball, travel, television, 
cooking. Union Central Life, its philos- 
ophy and its annual statement. 


Coast Office Addition OKd 


National production authority has 
given the green light to Metropolitan 
Life and work has been resumed on the 
2,700,000 addition to the company’s 
Pacific Coast head office at San Fran- 
cisco. 

Ground was broken for the new wing 
in January, but work was halted shortly 
thereafter with the issuance of a con- 
struction limitation order. The new 
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building should be completed by mid- 
1952. This is the fourth addition to the 
original structure, erected in 1909. 


Boyd Month Best Ever 


Commonwealth Life’s traditional 
“March for Boyd” sales contest, con- 
ducted annually in honor of Morton 
Boyd, president, resulted in the greatest 
volume of new business for any one 
month in the company’s history. 


Prudential Led in Group Life 


Prudential has published an illustrated 
folder celebrating the fact that it sold 
$1,169,253,119 in group life insurance in 
1950. The brochure states that this is 
more group life insurance than has ever 
been sold by any company in any year. 
It is more than double the amount Pru- 
dential sold in 1949. 


MANAGERS 


Program for Managers Area 
Meeting at L. A. Announced 


The program for the life managers 
area meeting at Los Angeles May 23 
has been announced by Frank R. Sha- 
mel, Equitable Society, program chair- 
man. 

A. D. Hemphill, manager Equitable 
Society, San Francisco, will be the 
leader of the sessions. President Lee 
A. DuBridge of California Institute 
of Technology will be the luncheon 
speaker. 

The topic for the morning discussion 
panel will be “Selection and Recruiting.” 
Participants will be Jack White, Pru- 
dential; E. A. Ellis, Pacific Mutual; 
Melzar C. Jones, Connecticut Mutual, 
and George N. Quigley, Jr., Manufac- 
turers Life. 

The afternoon panel topic will be 
“Morale, Motivation, Meetings and 
Campaigns.” On this panel will be W. 
Thomas Craig, Aetna Life; Walter B. 
Gastil, Connecticut General; Chase 
Wickersham, New York Life; Carl L. 
DeVries, Occidental of California, and 
ee L. Murrell, Mutual Ben- 
ent. 


Ky. General Agents Meet 


LEXINGTON, KY.—Morton Boyd, 
president of Commonwealth Life, ad- 
dressing the annual meeting of Ken- 
tucky General Agents & Managers 
Assn. and Lexington Life Underwriters 
Assn., urged that something be done 
to take money out of circulation, because 
during the last year Americans spent 
a sum equal to their income plus $15 
million that was withdrawn from their 
savings. He said that 3% of the national 
income went into life insurance in 1950 
and this is more than was put in either 
savings accounts or government bonds. 

Other speakers were Laurence W. 
McDougall, director of management 
training Mutual Benefit Life; A. L. 
Atchison, New York Life, Lexington; 




















G. S. Cutini, director of training Life 
of Georgia. 


L. A. Managers Meet 


Ben Gimpelson, field representative of 
the social security administration and 
Maxwell Hoffman, director of field 
service of the National Assn. of Life 
Underwriters, were speakers at the 
meeting of the Los Angeles Life Man. 
agers Assn. 

W. Thomas Craig, Aetna Life, gave a 
brief report on the midyear meeting of 
N.A.L.U. at Minneapolis. 

Mr. Hoffman was in Los Angeles in 
connection with arrangements for the 
N.A.L.U. convention to be held there 
in September. 

Charles E. Cleéton, general agent of 
Occidental Life of California at Los 
Angeles and N.A.L.U. vice-president, 
urged better support of the general 
agents and managers section of N.A.L.U, 
and deprecated the lag in membership in 
~ Los Angeles Life Underwriters 

ssn. 


Benner N. Y. City Speaker 


Claude L. Benner, president of Con- 
tinental American Life, will address New 
York City Midtown Managers & Gen- 
eral Agents Assn. at the April 18 lunch- 
eon. His subject is “Must the Comple- 
tion of the Defense Program Entail 
Further Inflation?” 











S. F. Managers to Hear Kamp 


David S. Kamp, New England Mu- 
tual, will speak on “Selection and Train- 
ing” before the San Francisco general 
agents and managers April 23. 


Seymour Flint President 


W. Schuyler Seymour, Confederation 
Life, has been named president of Flint 
(Mich.) Agency Managers Assn., suc- 
ceeding Roy Matthews. Vice-president 
is Eldon Burton; secretary, Stanley 
Plummer. 








Barney Mattson, general agent for 
Massachusetts Mutual, was moderator at 
a session of the San Antonio Trust 
Council discussing estate problems. On 
the panel were a C.P.A., an attorney, and 
a trust officer. 


Dr. F. X. Swietlick, dean of the Mar- 
quette University law school, spoke at 
the April dinner meeting of Milwaukee 
cashiers. 








Arthur H. Challis, Massachusetts Mu- 
tual, spoke on the agency head as an 
office manager and business man before 
the Seattle managers. 








Round Table on Cooperation 


The Milwaukee Life Insurance & 
Trust Council at its next meeting April 
30 will feature a round table discussion 
of cooperation among trust officers, life 
agents, attorneys and accountants; the 
accomplishments in this field and what 
steps should be taken to accelerate such 
cooperation. 





Welcome to his 
new quarters in the 
home office building 
of Manhattan Life is 
extended to James 
G. Ranni, general 
agent at New York 
City. From the left 
are Julius Sackman, 
chief of the life in- 
surance bureau of 
the New York state 
insurance  depart- 
ment; Thomas E. 
Lovejoy, Jr. presi- 
dent of the com- 
pany; Mr. Ranni, 
and James P. For- 
dyce, chairman. Also 
present at the wel- 
coming ceremony 
was Mayor Impel- 
litteri, a long-time 
friend of Mr. Ranni. 
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AMONG COMPANY MEN 





Aschemeyer V. P., General 
Counsel of Gen‘’l American 


Frank P. Aschemeyer has been elected 
yice-president and general counsel of 
General American Life. He resigned as 
4 commissioner of the supreme court 
of Missouri to take the post. 

Edgar W. Baseler, formerly of the 
comptroller’s staff, has been named chief 
planning officer. Thomas E. Ashcraft, 
an accountant, becomes auditor and 
Douglas Wood, an actuary, succeeds D. 
Allen Sheppard as manager of the un- 
derwriting department. Mr. Sheppard, 
underwriting manager since 1937, who 
was elected an assistant secretary in 
1940, will handle special work and 
studies in connection with home office 
and field underwriting problems. 

Paul G. Ochterbeck is promoted from 
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assistant general counsel to associate 
general counsel; Frank X. Schlosser and 
Joseph R. Burcham, from assistant 
counsel to assistant general counsel. 

Before taking the supreme court post, 
Judge Aschemeyer had been associate 
general counsel of General American. 
While in private law practice at St. 
Louis he specialized in insurance law 
and several times acted as_ special 
counsel to the Missouri department in 
connection with liquidation and reor- 
ganization cases. Before joining Gen- 
eral American in 1942, he was asso- 
ciated with Powell B. McHaney, now 
president of that company, in the law 
firm of McHaney & Aschemeyer. 


Winings of Berkshire 
Life Retires 





. S. Winings, agency secretary of 
Berkshire Life, has retired. He joined 
the company in 1917 as an agent at 
Indianapolis and in 1918 was appointed 
general agent for Indiana. He made an 
outstanding record in agency building 
and personal production. 

In 1925 he went to the home office 
as superintendent of agencies. He was 
the first editor and publisher of the 
field force magazine, “Berkshire Sun.” 
He organized the Rhodes Club, made up 
of top producers. He became agency 
secretary in 1933. He assisted in the 
management of agencies and was in 
charge of conservation, advertising and 
home office publications and the statisti- 
cal phases of the agency department 
operation. Mr. Winings was a charter 
member of the Life Advertisers Assn. 
and won many top awards in the annual 
competition for exhibits. He and Mrs. 
Winings will continue to reside in Pitts- 
field, Mass. 


Reliance Calls Two to H. O. 


Reliance Life has appointed Maurice 
I. Carlson, manager at Dallas, assistant 
superintendent of agencies at the home 
office. He has been in life insurance 
since 1943 and in his present post for 
three years. He is a C.L.U. 

Edgar Hartley, Jr., field supervisor 
for Reliance Life at Asheville, N. C., has 
been transferred to the training section 
in the agency department in the home 
office. He entered the business in 1946 
and ‘has been with Reliance for over a 
year. 





Haushalter Joins Home Life 


George S. Haushalter has been ap- 
pointed underwriting supervisor of Home 
Life. 

Mr. Haushalter was with Prudential 
as an underwriter from 1934 to 1945 
when he joined Columbian National as 
senior underwriter, more recently be- 
coming assistant secretary. . 

As underwriting supervisor he will 
participate in all phases of selection. He 
is a fellow of L.O.M.A. Institute and 
is serving on the examination commit- 
tee of the association. 





Borowski Division Head 


Harvey H. Borowski, formerly in sim- 
ilar work with Great Northern Life, has 
been named manager of the eyesight 
conservation division of North Central 
Life, St. Paul. The company will insure 


: individuals for loss of sight and will 


maintain a continuing program of eye- 
sight conservation to all policyholders. 


Mutual Ups Dr. Constable 


Dr. W. Pepper Constable, Jr., has 
been promoted to assistant medical di- 
rector of Mutual Life. Dr. Constable, a 
graduate of Princeton University and 
Harvard medical school, joined the com- 
pany in 1949 as a medical examiner. He 
served in the last war. 











Ohio State Life will hold its annual 


agency meeting June 25-29 at Pocono. 


Manor, north of Allentown, Pa. 
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WE ARE PROUD 


Yes, we are very proud of years of out- 
standing friendly service to fieldmen and 
policyholders. Records of black and white 
tell a story of distinctive achievement 
throughout the years. 


A comparison of the assets and the con- 
tractual liabilities of a company is one 
measure of the soundness of that company. 
The twenty largest life insurance companies 
have an aggregate average of approxi- 
mately $107.00 of assets for each $100.00 
of liabilities. We are proud that Peoples 
Life has over $112.00 of assets for each 
$100.00 of contractual liabilities. 


The friendly spirit existing between the 
home office and fieldman is reflected in 
the service to policyholders and with the 
solid financial background of the company, 
you, too, will find it pays to be friendly 
with— 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Indiana 


Vesser Heads A. & H. Group of L.1.A.M.A, 


(CONTINUED 
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men to work on conservation and later 
making them salesmen seemed to find 
much favor. Appeals by letter from com- 
pany executives to lapsing policyhold- 
ers were also reported to be highly ef- 


tie in the compensation of agents and 
managers with renewal ratios, it was 
indicated by some. 


Life Agents Show Interest 


One of the interesting developments 
indicated at the meeting was the in- 
terest of the National Assn. of Life 
Underwriters in A. & H. affairs. W. E. 
Jones, director of public relations of 
N.A.L.U., and John Lenhart, Great- 
West Life, Cleveland, chairman of 
N.A.L.U.’s A. & H. committee, attended 
all the sessions. John D. Moynahan, 
Metropolitan Life, Chicago, president 
of N.A.L.U., also sat in during an entire 
afternoon session. 

“We are here simply on an educa- 
tional expedition,” Mr. Jones told re- 
porters. “The N.A.L.U. realizes that the 
A. & H. business is growing at a tre- 
mendous speed and has become of great 
importance in personal insurance. It was 
this realization that caused the appoint- 
ment of Mr. Lenhart’s committee. We 
want to learn all we can about this 
business. The two days we spent here 
were very interesting and enlightening.” 


Panel on Combination Sales 


The advantages to a life company of 
doing an A. & H. business were clearly 
brought out in a panel discussion Mon- 
day afternoon in which the participants 
represented companies doing a substan- 
tial A. & H. business. 

D. C. MacEwen, Occidental Life, was 
the moderator, and descriptions of com- 
pany operations were given by R. C. 
O’Connor, Reliance Life; James E. 
Powell, Provident Life & Accident, and 
John W. Sayler, Business Men’s As- 
surance. 

Mr. Sayler said that B.M.A. was built 
on a life and A. & H. combination, 
stressing that this package answers all 
the prospect’s needs. If he lives, dies, 
quits, or is disabled, such a package will 
do a job for him. The average policy- 
holder is expected to have 17 or 18 dis- 
abilities throughout his lifetime, and this 
means that the agent will contact a man 
possibly 17 times under the most favor- 
able conditions. Not only does he have 
a chance to do a good public relations 
job, but the opportunity exists to sell 
more life or A. & H., and to get an ex- 
cellent list of prospects from a satisfied 
claimant. 


Use Four Step Program 


In training a new man, Mr. Sayler 
said the B.M.A. attempts to simplify the 
job. The new man is taken through a 
four-step pregram and for the first week 
is given a very simple sales presentation 
of 11%4 pages containing answers to 11 
common excuses, etc. For the first seven 
days the man must concentrate on sales 
of student accident insurance. Then he 
is given a simplified sales classification 
outline for class A prospects. This con- 
tains a full program for $200 monthly 
accident, $200 monthly sickness, $500 a 
month while in the hospital, and $5,000 
accidental death. He works for three 
weeks on selling this contract; and then 
goes into another step of the program 
where he is given a rate schedule for 
a whole life contract. The man is 
trained through the A. & H. approach to 
go into the life business, Mr. Sayler 
pointed out. After 60 days the new man 
gets a full rate schedule and is ready to 
sell the B.M.A. line. He can use the 


approach, “Now if you don’t come back 


from the hospital,” or “how much can 


you save each month for retirement at 
age 60 or age 65?” 


The average salesman, Mr. Sayler 


commented, should have 10 interviews a 
day if he is to be successful. — 
the company must be realistic and un- 


However, 





‘derstand that many will not reach that 


fective. Another potent method is to 


— 


quota. If the salesman has a kit con. 
taining the answers to accident, sick. 
ness, death, and retirement problems, 
he has several approaches to use on the 
prospect and his chances of success are 
greatly enhanced. 

Reliance Life, Mr. O’Connor declared, 
is primarily a life company, but its 
great growth is due tto the sale of 
A. & H. He said he feels it is the duty 
of the life insurance agent to handle 
A. & H. as part of the individual pro. 
gram. Until two years ago, Reliance 
Life sold A. & H. as a package with 
life insurance and not separately. 

The big job in life insurance selling 
is projecting the future into the present, 
and this is made easier when the benefits 
can be offered when the prospect is still 
alive. The sales demonstration is made 
simpler. Further, Mr. O’Connor said, 
adding A. & H. to the portfolio eases the 
job of getting the confidence of the 
prospect. In many instances, the use of 
_ A. & H. approach has led to life 
sales. 


Attempt to Balance Program 


At a recent sales meeting, Mr. O’Con- 
nor asked his company’s leading produc- 
ers about using a balanced program of 
life and A. & H., and got the answer 
that life insurance is easier to sell in 
combination. The producers try for a 
balanced program of the two lines, and 
the big danger is going overboard on 
A. & H. The best balance, according to 
Reliance Life agents, is about $500 
A. & H. premiums for each $100,000 life 
insurance sold. 

Mr. O’Connor stresses to the salesmen 
that if they sell an A. & H. policy sep- 
arately, they should make it a definite 
aim to go back and sell life insurance 
beeause the prospect has already given 
his confidence to the agent. 


Departmentalize Life, A. & H. 


_Provident L. & A. uses an entirely 
different system. Mr. Powell explained 
that the company has two separate de- 
partments, one for life and one for 
A. & H. The combination plan is used 
but in the same town a company may 
have separate agencies for life and for 
A. & H. The A. & H. line provides 
more of the company’s premium income 
than life insurance. 

Mr. Powell said that he is unable to 
make a direct connection between the 
amount of life insurance and A. & H. 
sold the individual. At one time the 
company tried the life insurance ap- 
proach with the A. & H. as a secondary 
item and the plan failed. Now A. & H. 
is used for the approach in a combina- 
tion sale, and it is found that often the 
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ASSOCIATE ACTUARY 


Progressive mid-western life insurance company 
with ee 000,000 of insurance in 
force affords excellent opportunity for an asso- 
ciate actuary. Prefer man with general company 
experience who is an Associate in the Society 
of Actuaries and plans to secure his Fellowshi 

in the near future. Salary commensurate wi 

ability. Give complete personal, educational, 
and work histories. Address E-44, The National 
hy gs 175 W. Jackson Blvd., Chicago 
. UMinois. 








OPPORTUNITY 


For a Group Representative 
A prearesemes outhern company, well 
established in the Group field, writing all 
Group coverages, needs a qualified G 
representative. Excellent territory and 
tractive arrangement. Reply, giving details 
of education and experience, to E-64, TH 
NATIONAL UNDERWRITER, 175 W. Jackson 
Bivd., Chicago 4, Illinois. 
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salesman does a good A. & H. business 
with a simple natural death benefit 
added, the trouble being that for the 
life insurance, selling and explanation is 
overlooked. This leads to cancellation, 
since @ man paying $250 or so a year 
wants to know what he is buying. 

It is difficult to get an agent to do 
a good job on both sides of the fence, 
Mr. Powell said. He has found that 
when sold in combination, the amount 
of the life policy is generally somewhat 
smaller than if it had been sold indi- 
yidually. The use of the combination 
Jan by the Provident L. & A. is more 
a defensive measure to meet competi- 
tion than an offensive one, he said. 
More often the idea is used of selling 
A. & H. first and then going back later 
for the life insurance, 

During the question period, Mr. Sayler 
was asked if B.M.A. has had the Provi- 
dent experience of having a lower life 
sale in the package policy. He answered 
that this is so, the company records 
showing that an individual life policy 
averages $4,600, and when A. & H. is 
sold in combination the average life 
policy is $3,785. Mr. MacEwen said the 
same holds true with Occidental Life, 
but the company finds the A. & H. per- 
sistency is better than when issued alone. 
For example, he said, when sold in com- 
bination the A. & H. policy is likely to 
be filed away at home with the life pol- 
icy. Thus it is not susceptible to sniping 
by other agents. 


Tie-in Up to the Agent 


Mr. O’Connor was asked if there is a 
direct tie-in between the amounts o 
A. & H. and life insurance required of 
agents. No, he answered. This depends 
on the market and the ability of the 
agent. 

The panel members were asked what 
percent of their total volume is in the 
combination policy. For Reliance Life 
it is nearly 100%, for B.M.A., 18% ini- 
tially or 31% in 18 months, this being 
brought about because of the training 
program whereunder the salesman sells 
first the A. & H. and later when he is 
on his own can go back to the same man 
for life insurance. Mr. Powell said that 
for Provident L. & A. the percentage 
varies directly with the pressure put on 
the agency force for such business. 

The panel was then asked if they 
would recommend that a company going 
into the A. & H. business use the com- 
bination policy. Mr. O’Connor and Mr. 
Sayler said yes, and Mr. Powell re- 
frained from giving an opinion. 


John Lenhart on Hand 


Among the visitors was John Len- 
hart, manager of Great-West Life at 
Cleveland, who is the chairman of the 
new National Assn. of Life Underwrit- 
ers accident and health committee. Mr. 
Lenhart’s group made a progress report 
at the N.A.L.U. midyear meeting at 
Minneapolis last week, but it is still in 
the formative stage. He is planning to 
attend several A. & H. meetings so that 
it can be determined just exactly what 
his committee will have as its duties. 
Mr. Lenhart had a session with Wesley 
J. A. Jones, executive secretary of In- 
ternational Assn. of H. Under- 
writers, Monday afternoon. 


WAYS TO HEAVEN 


“There’s More Than One Road to 
leaven,” was the theme of the talk 
given by Raymond H. Belknap, vice- 
president of Continental Assurance, at 
the L.I.A.M.A. A. & H. conference at 
Chicago. He cited examples showing 
that companies do a successful A. & H. 
business even though pursuing policies 
diametrically different from each other. 
Mr. Belknap said he recently talked 
with four company presidents. One 
said his company was going out of the 
A. & H. business because of the in- 
Toads he foresaw from socialized medi- 
cine; the second was going into A. & H. 
ecause it would give its agents an 
added source of income; the third felt 
that brekerage business was the thing 
to emphasize, while the fourth was plan- 








ning to drop brokerage business and 
concentrate on full-time agents. 

There are several unsolved problems 
in the A. & H. business, said Mr. Belk- 
nap. One of these is devising ways to 
get enough premium income per sale to 
attract life agents. He suggested that 
this might be effected by special set- 
ups, such as key-man coverage or plans 
designed to pay off debts. 

Another basic problem of cancellable 
A. & H. is to work out ways of making 
the business profitable even though 
there is not a constant inflow of new 
business. He pointed out that this class 
of business has no rate differentials for 
age, nor does a policyholder build up 
an equity in his policy. He said a solu- 
tion to this problem would mean a lot 
better quality business and would also 
go far to solve the problem of twisting 
and rewriting of A. & H. policies. 


Cartinhour Retires; 41 Years 
with Provident L. & A. 


W. C. Cartinhour has retired as vice- 
president and secretary of Provident 
L. & A. after 41 years of service. He 
was honored at a luncheon at which 








WwW. C. 


CARTINHOUR 


he was presented a television set. Mr. 
Cartinhour joined the company in 1910 
when it was doing only an H. 
business. He sold payroll deduction 
plans and later helped institute the 
railroad installment department, the 
commercial A. & H. department and 
the life department. His 25th anniversary 
with the company in 1935 was occasion 
for a similar extensive ceremony at the 
home office. 





Regional Committees to Push 
Credit Restraint Program 


, WASHINGTON — A meeting of the 
chairmen of the regional committees 
set up under the plan of the national 
voluntary credit restraint committee has 
been called for April 19 at Washington 
to discuss problems involved in the re- 
lations between regional committees, the 
national committee, and insurance com- 
panies and other lending institutions. 
Purpose of the program is to reduce in- 
flationary pressures and facilitate na- 
tional defense. 

Four regional committees for insur- 
ance companies have been organized. 
They are: 

Eastern—Frazar B. Wilde, Connecti- 
cut General, chairman; Julian D. An- 
thony, Columbian National; Frederick 
W. Ecker, Metropolitan; Robert E. 
Henley, Life of Virginia; E. A. Camp, 
Jr., Liberty National, Birmingham; W. 
W. Bodine, Penn Mutual; W. F. Trei- 
ber, vice-president Federal Reserve 
Bank of New York. 

Midwestern — R. B. Richardson, 
Western Life of Helena, chairman; T. 
A. Phillips, Minnesota Mutual; W. T. 
Grant, Business Men’s Assurance; Frank 


J. Travers, American United; Willard 
N. Boyden, Continental Assurance; A. 
L. Olson, vice-president Federal Re- 
serve Bank of Chicago. 

Southwestern—W. L. Vogler, Ameri- 
can National, chairman; Harry L. Seay, 
Jr., Atlas Life; Carl C. Weichsel, Great 
National; T. L. Bradford, Jr., South- 
western Life; P. M. Greenwood, Great 
Southern; H. R. DeMgss, vice-president 
Federal Reserve Bank of Dallas. 

West coast—Asa V. Call, Pacific Mu- 
tual, chairman; Harry J. Stewart, West 
Coast Life; Raymond R. Brown, Stand- 
ard of Oregon; Dwight L. Clarke, Occi- 
dental Life; Virgil H. Smith, Beneficial 
Life; E. R. Millard, vice-president Fed- 
eral Reserve Bank of San Francisco. 





Want Group Change in N. J. 


Extension of the Jersey TDB cover- 
age to employers of one or more per- 
sons is contained in the report of the 
state unemployment security council. 


Hear Lambert at Detroit 


John B. Lambert, president of the 
International Assn., was the speaker at 
the April 10 meeting of Detroit A. & H. 
Assn. 








David B. Harris has resigned as ex- 
aminer for the Virginia department to 
join the legal staff of Lawyers Title Ins. 
Corp. 








oo doctors, they say, are 
paid only while their pa- 
tients remain well. Fees cease 
when illness strikes. 





Our doctors, too, are deeply 
interested in preventive medi- 
cine. Best of all, this interest is 
not academic. In small towns 
and large cities, our doctors are 
putting this knowledge of pre- 
ventive medicine to practical 
use. So very often, it is the 
difference between misery and 
happiness in the years ahead. 


Our hats are off to your doctor 
who prevents as well as cures. 
THIS MAN PREVENTS, ALSO 


By means of his ANALAGRAPH, 
the Mutual Benefit Life man is 
well-equipped to diagnose 
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future financial trouble spots. 
And is able to recommend the 
right course because he has a 
wide variety of plans at his dis- 
posal. Small wonder that his 
closing ratio, with the ANALA- 
GRAPH, is 1 out of 1.9. 


Take doctors, for example. 
The Mutual Benefit Life man 
has a financial security plan for 
them. It fits no other group. 
But it does fit doctors because 
it has been developed with their 
special problems in mind. 


DEEP SATISFACTION 
The Mutual Benefit Life man 


derives deep satisfaction from 
his important role in the lives 
of so many. He has the tools to 
do a fine job—and he does it! 
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Question — What Company Sold Twice As 
Much Insurance in 1950 As it Did The Year 
Previous? , 


Answer at bottom 


This same Company now has $316,830,195 In- 


surance in Force. 


During the year there was a 28% increase in 


Insurance in Force over 1949. 


A record total of $74,903,047 New Paid For 
was placed on the books during 1950. 


And this same Company continued to spark 
the trend of wage earner insurance. 


Answer—The Union Labor 
Life Insurance Company 
570 Lexington Ave. 
New York 22, N. Y. 











Illinois A. & H. 
Business Given 


Herewith is given the Illinois A. & H. 
business of companies operating in that 


state. 


Losses of casualty companies are 


reported as net losses incurred but for 
life companies they are reported as net 
losses paid. The premium total is $105,- 


Losses amount to $56,515,781. 


Direct Net Losses 





206,382. 

Writings 
Accident & Casualty..... 48,580 
BORE BOO 6.5. v9 2:3 ccs ces 28,525 
Aetna Casualty ......... 4,027 
Aetma Tdfe ...ccccs veces 8,064,961 
BUS sig oon d.c 5c swe ccss 215 
Amalgamated L. & H.... 421,521 
American, N. J....... 1 
Amer. Casualty ......... 373,840 
Amer. Continental ...... 2,462 
Amer. Employers ....... 13,108 
Amer. Fmrs. Mut........ 20,455 
Amer. Hospital & Life.. 76,523 
Amer. Income Assur..... 36,054 
American Life ......... 353,375 
Amer. Motorists ........ 111,144 
Amer. Mut. Liab........ 98,796 
Amer. Policyholders .... 233,577 
Ce eee 11,576 
Amer. Surety .......... 207 
Associated Indem. ...... 489 
Bankers Indemnity ..... 3,295 
Bankers L. & C......... 5,737,673 
Bankers Life, Ia. ....... 94,181 
Beacon Mutual Indem... 41 
Beneficial Standard ..... 391,080 


Ben. Assn, of Ry. Empl.. 1,885,248 
Berkshire Life 15 








IT’S 


WHEN 


BUSINESS 
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1 Steps to Business Se- 
curity, a factual 
manual. 

2 Flexible policies that 
are tailored to every 
business need. 

3 The facilities of a 
special Home Office 
Division of Business 
Insurance — equipped 
to solve every busi- 
ness insurance prob- 
lem. 

4 Business insurance 
policies that are re- 
corded . . . to as- 

sure proper servicing. 
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Nothing Better in Life Insurance 








Bituminous Cas. ........ 974 
ea ean 490,715 
Car & General .......... 10 
Central Life, Til. ....... 89,709 
Central National ....... 12,602 
Central National Life... 33,852 
Central Surety ......... 141 
Century Indemnity ..... 34,906 
Colonial Life, H. & A.... 89,412 
Columbia Casualty ..... 10,751 
Columbian Natl. Life.... 31,395 
Columbus Mutual Life... 2,889 
Combined .....cccccesee 383,845 
Commercia] Casualty ... 518,463 
Commercial Life ....... 7,876 
Commonwealth L. & A... 669,959 
Connecticut General - 953,876 
Continental Assurance .. 2,907,895 
Continental Casualty 5,373,826 
Country Life ......... 338,059 
Craftsman ....... Saieroine 4,017 
CHO BO vcsccvcceses 2,434 
ee . 1,027 
F AUto .nccvcecs 1,965 
Employees Life ........ 76,720 
Employees Mut. Benefit. 10,566 
Employers’ Liability ... 73,392 
Employers Mut. Cas..... 11 
Employers Mut. Liab.... 223,498 
Employers Reins. ....... 54,720 
Equitable Society ...... 5,457,397 
Family Life ............ 324,864 
Family Protection Life.. W717 
Farmers Life ....... eres 12,663 
Federal Life ...... eeee- 891,810 
Federal L. & C.......... 38,076 
Fed. Mut. Impl. & Hdw. 68 
Fidelity & Casualty..... 624,103 
Fidelity H. & A. Mutual. 53,229 
Fireman’s Fund Ind..... 9,392 
Franklin Life .......... 17,765 
General Accident ....... 295,213 
General Amer. Life...... 780,357 
General Cas. Co. ef Wis. 5,721 
General Reins. ......... 38,004 
George Rogers Clark.... 848,596 
Glens Falls Indem. ..... 17,601 
Globe Indemnity ....... 101,052 
OER BMPS sccccncéceces 23 
Golden Rule Life ....... 64,163 
Golden State Mutual .... 143,864 
Great Amer. Indem...... 11,109 
Great-West ............ 317,752 
Guarantee Mutual ...... 16,510 
Guarantee Reserve Life.. 225,438 
Guarantee Trust Life.... 283,227 
Hardware Mut. Cas...... 325,348 
Hartford Accident ...... 228,859 
Hawkeye-Security ...... 1 
Home Indemnity ....... 24,435 
Home Life, N. Y......... 9,569 
Home Mutual Cas. ..... 2,768 
Hoosier Casualty ....... 301,666 
Horace Mann Mut. Cas.. 538,536 
Illinois Bankers Life.... 378,943 
Ill, Commercial Men’s... 1,355,777 


Ill. Mutual Casualty Co.. 1,141,515 









Ill, Traveling Men’s..... 916,625 
Indem. of No. Amer..... 83,928 
Industrial Casualty ..... 380,363 
Inter-Ocean ...... ipa ecacah 253,818 
Inter-State ............. 80,332 
Interstate Reserve ...... 249,221 
Jefferson Natl. Life.. 26,093 
John Hancock .......... 1,471,956 
Kemba Mutual ......... 54,638 
Liberty Mutual ......... 800,410 
Life of Virginia.... 6,042 
Lincoln Natl. Life.. 463,139 
SN eave o eis 99:50:84 lard bie 88,216 
London & Lanc. Indem.. 17,741 
London Guarantee ...... 62,285 
Loyal Protective Life.... 235,899 
Lumbermens Mut. Cas... 354,032 
Mammoth L. & A........ 106,988 
Manufacturers Cas. . 7,867 
Marquette Life ..... 1,473 
Maryland Casualty 89,490 
Mass. Bonding ......... 161,328 
Mass. Indemnity ....... 358,717 
Mass. Mutual Life ...... 233,066 
Mass. Protective ....... 636,642 


Incurred 


a 


ane 
255,992 


sence . 


182,383 


248,432 
86,240 


4,341 
7,711 
436 
160,135 
165,122 
678,084 
532,450 


306,657 


Direct 

Writings 
Metropolitan Cas. ...... 1,411,831 
Metropolitan Life ...... 10,676,517 
Michigan Life .......... 260,271 
Michigan Mut. Liab. .... 9 
Mid-States ............. 900 
Midwest Mutual ........ 47,216 
Migmouri ...ccccccccccce 367,413 
Modern L. & A.........- 1,105,412 
Monarch Life .......... 523,198 
Municipal ....sccecceces 393,809 
Mutual Benefit H. & A.. 5,278,586 
National Benefit ........ 137,816 
National Casualty ...... 491,592 
National Home Life..... 19,11 
National L. & A......... 1,060,699 
National Travelers ..... 66,234 
New Amsterdam Cas.... 21,655 
Newark ..... mahieein ea sine 
North Amer. Accident... 1,400,631 
North Amer. C. & S. Re.. 285,280 
North Amer. Life....... 182,872 
North Amer. L. & C..... 5,857 


Northern Life .......... 
Northern Trust Life .... 
N.W. National Life. 
Occidental Life, Cal. 
Ocean Accident 
Ohio State Life......... 
Old Line Life.......... 
Old Republic Credit..... 
Pacific Mutual Life..... 
Paul Revere Life..... ‘ 
Phoenix Indemnity 
Pioneer Life 
Plain Dealers Mut. Cas.. 
Postal L. & C 
Preferred Accident 
Provident L. & A........ 
Prudence Life 
Prudential 
Reliance Life .......... 
Reliance Mutual Life.... 
Republic Natl. Life.. 
Reserve Life ........ 
Rockford Life 
Royal Indemnity 
St. Paul-Mercury Indem. 
Secured Cas. 
Security Benefit Life.... 39 





Security Mut. Life, N. Y. 21,424 
ed ee 28,941 
Standard Accident 374,244 
Standard Life ...... ack 10 
State Mutual Life....... 64,201 





EEE cdlctaéusbbe0scee » 248,878 


Sun Indemnity ......... 15,119 
Superior Life .......... 2,279 
Supreme Liberty Life.... 33,002 
Travelers ......... eeee. 8,102,308 
Travelers Protective .... 93,259 
Union Casualty ......... 774,028 
Union Labor Life....... 231,156 
Union Tate 6.6... ccccccss 989,844 
Union Mutual Life...... 56,088 
United Benefit Life..... 862,360 
United Com. Trav. of A. 14,997 
Lop) ae ¢ | a eee - 2,677,627 
United National Indem.. 200 
United States Cas....... 5,361 
GU. 8. FB Gunes seeee 126,834 
United States Guar...... 2,772 
United States Life...... 82,478 
Universal Mut. Cas...... 4,379 
Washington National 1,704,442 
Western Cas. & Sur..... 14,959 
Western Life .......... 971 
Western States Mu. Auto 185 
Wisconsin Natl. Life.... 327,630 


Woodmen Accident ..... 316,064 


Woodmen Central ...... 125 
| ars sccccsee 490008 
ZUrIGh .6.ccecce eeceeees 1,864,452 


N.A.L.U. Takes Stand on 
Employe Benefit Plan Issue 


(CONTINUED FROM PAGE 3) 


inauguration of new plans and _ the 
liberalization of existing plans not in 
excess of specified, reasonable minimum 
standards without the further approval 
of the wage stabilization board and to 
permit plans in excess of such mini- 
mum standards upon their approval by 


the board.” 


The resolution presented by the com- 
mittee on functions and activities and 
adopted by the trustees reads: 

“N.A.L.U. does not desire to engage 


in partisan politics. However, 


be our policy to support or oppose 
legislation affecting life insurance and 
the insuring public, to speak firmly and 
openly, but temperately, on all questions 
affecting life insurance or our business, 
but never to indulge in partisan _pol- 
itics, directly or indirectly, to achieve 
our objectives. If, in taking a position, it 
appears to have political connotations, 
we nevertheless reserve the right to take 
the position because it affects the in- 
dustry in which we are engaged. In so 
should be understood that 
N.A.L.U. is speaking solely for its own 
membership, and decisions taken by its 


doing it 


duly elected representatives.” 


The time within which Hartford Life 
may be organzed would be extended 
to Oct. 3, 1953 by a bill introduced in 
the Connecticut legislature. The com- 
pany was incorporated in 1945. 






Losses 
Incurreg 


5 
11,337 
11,292 

143,459 
41,497 
500,601 
386 


221 
2,065 
4,652,332 
74,112 
452,904 
64,166 
350,411 
7,155 
464,736 
74,171 
942,002 
2,516 
36,014 


206,277 
1,038,317 
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incurs’, | Cleveland Heads New Erie, E. M. Kelly to Oakland for eee Ch eet a _ on — barges aia : 
833,75 2 . : a ordon : ingham, actuary for 
© ebay Pa. Agency of Home Life Prudential About July 1 sultant - the soviet apg noe Northern Life, talked on agents’ com- 
, : - : -47. Fle has been one o e tore- pensation at a meeting of the University 
teen, me Life has appointed Roy G. Edgar M. Kelly will become man- : , : 74 OP 1 , : 
re ond manager of a new agency ager for Prudential at Oakland about most advocates of reform in the social of Washington Insurance Society, April 
046 Clevela : security structure. 5, at Seattle. 
1340%— at Erie, Pa. July 1, succeeding 
430,64 Mr. Cleveland be- Herrick Brown, 
siete oan his career at who has asked to 
sen Cleveland as an be relieved of full 
"29.86 t of Mutual managerial duties. e 
OME Et accel to cist Mr. Kelly ‘as onnecticut enera 
26% ond advanced to sist Mr. Kelly as 
ie assistant agency peat pew —_ 
: in three and wi evote D4 
2 a * tie Gia © tee Life Insurance Company 
547,24 "1947 he was sonal production, in $ 
red eanved to Erie addition to super- Hartford, Connecticut 
411F +) open a_ branch vising brokerage 
mth office of his com- activities. 
stay) pany’s Cleveland s Mr. Kelly chalk- | 
691,0%) acency. In a two- R. G. Cleveland ed up an outstand- E. M. Kelly 
2941) year period he built ing record as assist- hb 
rset an organization which last year pro- ant manager at Philadelphia. He joined 
12) duced over $1 million of business. He Prudential as a district agent in Cam- 
235,88) attended Northwestern and Loyola Uni- den, N. J., in 1937 on leaving the ma- 
7 versities. rines, became staff manager there in 
a4 In his new post he will be respon- 1942, went into the service again in 
27,94} ible for the northwestern Pennsylvania 1943, returned in 1946 as an agent at FRAZAR B. WILDE 
1e.fa territory. Philadelphia, and in 1947 became assist- President 
tthae ant manager there. While there nig 8 
295,575 advanced insurance courses at Penn 
287,54 | N.C, to Regulate A. H. Rates State and University of Connecticut. EIGHTY-SIXTH ANNUAL REPORT 
a RALEIGH, N. he “— eric DECEMBER 31, 1950 
75,255 | fina legislature has passed a bill which a 
ae ie the _ ee sage — Plan Pension Conference OBLIGATIONS 
late A. . rates. It is aime ' ba 
ie : all tan agencies which require Panel on War P roblems ¢ Funds set aside for future payments to policyholders and beneficiaries $678,894,919 
vee borrowers to take out excessive amounts A panel discussion on practical prob- Money paid to policyholders and beneficiaries, and put back with the 
11337 | of A. & H. insurance. ems arising from wartime restrictions Company to be held on deposit at interest. Also premiums paid 
ihe _ ng so yl na lig and labor conditions will feature the in advance by policyholders 68,885,656 
459 rges anki e- 6 Apri i i A ican Ad ee : ae : 
1a that the writing of A. & H. insurance in a gee York. Participating policy dividends payable in 1951 3,424,672 
500,601 — ~~ = po ge ger ic Edward H. Schlaudt, of the Sullivan Taxes payable in 1951 4,559,564 
386 “a legalized racket, and ll fi vill derate : i : : . 
22 Da canes were "exorbitant.” a pore sc is gene hese Joaso A. Special funds set aside chiefly apiece poet ieaerenh rate is less neue 
tty Grazier, chairman of the pension board than is guaranteed in certain policy contracts pi 
74,112 ‘ — ege of American Radiator Co.; C. J. Finch, All other obligations ,200, 
pres Childs Misindentified assistant secretary of Radio Corporation 20 a 
sean A picture caption in the March 30 of America; Dorrance C. Bronson, Total obligations $777,021,254 
7,185 issue incorrectly identified the recipient actuary the Wyatt Co., Washington, Contes aock $ 6,000,000 
64,788 — of Minnesota Mutual’s president’s cup and Meyer Melnikoff, asistant actuary Pp 
i as C. E. Charles. The winner, who was Prudential. h + Contingency funds 25,289,000 
a ome, ie the icant, is C. E. Childs, Joges Salita gts be Surplus 34,546,308 
: t at Denver. prolonged non-war e y nili- ; oe ‘ : baie 
non aie tary or governmental civilian service; Total to provide additional security for policyholders and beneficiaries 65,835,308 
teens conditions of temporary or semi-per- wa 
17,909 : manent expansion of employe groups; Total $842,856,562 
by Correction aes Manhattan proper treatment of employes hired be- + These funds shown in Massachusetts, New York, Ohio and Tennessee state- 
4,826 Assets of Manhattan Life increased cause of labor shortage at relatively ad- ments differ slightly because of technicalities in the laws of those states. 
348 during 1950 to reach $60,861,011, up 11%. vanced ages. 
um In THE NATIONAL hu eapheten he ASSETS 
vee March 16 it was incorrectly stated tha , 
9 | the assets had “increased” to $16,861, Jacobs Slated for President Bonds $436,260,776 
a By N. Y. City Supervisors Stocks 21,884,927 
: A. Robert Jacobs, John Hancock, has __ First mortgage loans eats ; 319,962,512 
New Juvenile Estate Form hae sac rah president of the On city and farm properties (including FHA By A 
, Northwestern Life of Seattle is now New York City Life Supervisors Assn. loans under the veterans’ home loan program of $99,873,010) 
; issuing a juvenile estate policy at ages to succeed Robert I. Curran, Jr., Massa- _—_ Real estate (including $2,518,421 for Home Office) 19,075,340 
0 to 14 inclusive. If issued prior to the chusetts Mutual. Election will take place : 16,307,201 
the applicant’s attaining six months of age, at the May 8 meeting. Loans to policyholders Ul, 
in the amount of insurance during the first The rest of the slate offered at the deposits and cash 10,190,563 
: . Losi Bank depo: 
um policy year will be $250 for each —— April rs by ° nr ton ooo Oiteeseeain 19,175,243 
val of original amount. Second and subse- mittee headed by Peter J. LoTruglio, : : ? s sees anes 
to , quent years to the anniversary nearest Aetna Life, included Francis B. J. Mc- Premiums in process of being collected, accrued interest on in 
ini- the applicant’s 21st birthday, the amount ica ios og i seeres- vestments, etc. 
by will be $1,000, thereafter $5,000. The ident; Abraham W. Eisen, National Life 
premium remains level throughout the of Vermont, 2d vice-president, and E. B. Total assets $842,856,562 
m- life of the contract and Set Eichengreen, Prudential, secretary - e 
nd becomes paid up life insurance for the treasurer. ; 
ultimate face amount at age 65. Insurance in force, December 31, 1950 $3,591,450,991 
ge 
al __, Ayers to Run Toledo Branch jie, accipeNT, HEALTH AND GROUP INSURANCE AND ANNUITIES 
se Robert L. Buehler has been appointed The Hoyer agency of John Hancock 
nd group representative at Detroit for at Columbus, O., has appointed Robert 
nd Bankers Life of Iowa, associated with s_ Ayers as its northwestern Ohio man- 
ns George D. Lewis, regional group man- ager. Headquarters continue in the Spit- 
s, | ager. He has been group representa- zer building, Toledo. Mr. Ayers has 
i1- tive at New York City for American- heen with Mutual Benefit Life at Toledo 
ye Associated companies. since 1938 and before that was with 
it Bankers Life of Iowa for six years, fol- 0 M Pil E TE 
s, lowing experience in the investment and 
ce e business reporting fields. Mr. Ayers is 
1- a veteran. He will continue his special- PR b) TE th Tl b) N 
to) Allen D. Harper, ization in estate planning and business 
it who has been elect- insurance in cooperation with trust of- 
n ed vice-president of ficers, lawyers, and accountants. Agency Franchises Available 
s Pacific Mutual 
ag a ———- Phe R. Williamson, consulting actuary a 
as head of the se- of Washington, D. C., has been an- fj 
‘ curities department nounced as one of the recipients of a JEFFERSON NATIONAL 
: which he has man- 1951 Guggenheim fellowship award in \ y 
: aged since 1948. connection 7 his research toward we \ ft LM iI ONCE 
preparation of a book on taxation an . a p ; IND NE 
6 social budgeting. Mr. Williamson was INDIANAPOLIS. INDIANA 
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Pennsylvania Sales Caravan 
Set to Roll April 18-21 


The program for the sales caravan of 
Pennsylvania Assn. of Life Underwrit- 
ers, April 18-21 has been developed. The 
caravan will be at Altoona on April 18; 
Lancaster, April 19; Allentown, April 
20, and Wilkes-Barre, April 21. 

H. E. St. Clair, editor of the Diamond 
Life Bulletins agent’s service, will speak 
at all four meetings. Salvatore Scrudato, 
manager Metropolitan, Irvington, N. J., 
and Anthony J. Klug, general agent 
John Hancock, Rochester, N. Y., will 
speak at Altoona and Lancaster. Karl 
H.Kreder, assistant vice-president Met- 
ropolitan, and C. Brainard Metheny, 
general agent Fidelity Mutual, Pitts- 
burgh, will speak at Allentown and 
Wilkes-Barre. All meetings will include 
luncheon. 


Arizona Congress Draws 150 


There were 150 attending the annual 





ance men of northwest Kansas were in- 
vited to attend. 

Allen-Neosho (Kan.)—Herbert E. Wal- 
ters, assistant district manager of Pru- 
dential at Chanute, has been named 
president. 

High Point, N. C.—Gordon B. Weathers, 
State Capital Life, has been elected presi- 
dent; G. Reid Marsh, New York Life, 
vice-president; M. M. Johnson, Durham 
Life, secretary, and Harold V. Armfield, 
Pilot Life, treasurer. 

Henry J. York, Farm Bureau agent 
who recently toured Europe, compared 
life insurance operations in European 
countries with those in the U. S. 


FRATERNALS 


Tex. Camp, W.O.W., Omaha, 
Presents Flag to Ft. Worth 


Farrar Newberry, president of Wood- 
men of the World of Omaha, presented 
to the city manager of Ft. Worth a 











was district manager for Ancient Order 
of United Workmen of Minnesota. 

Mr. Fialka is a fraternal insurance 
counselor, and has completed an ad- 
vance course at the Purdue school. He 
is past president and chairman of the 
executive committee of Iowa Fraternal 
Congress. 


Illinois Department Orders 
Concordia Mutual Changes 


As the result of an examination_of 
Concordia Mutual Life Assn. of Chi- 
cago, the Illinois department has or- 
dered the discontinuance of dividends. 
The report orders either increased con- 
tributions to the expense fund, expense 
budgeting or establishment of a reserve 
strengthening program. The depart- 
ment requests that the ledger account 
of organizers’ balances be maintained in 
a manner to reflect the true financial 
status of all organizers and that claims 
incurred be recorded in the claims reg- 
ister when notice is received by the so- 
ciety. The report comments that or- 
ganizers’ balances appear to be excessive 
compared to new premiums written. It 
is recommended that further advances 





sales congress of Arizona Assn. of Life new flag and flagpole as a gift from should be warranted by the personal 


Underwriters at Phoenix. The meeting 
had been arranged by Frank I. Steger, 
Kansas City Life. Speakers included 


the Texas head camp. Presentation took 
place at_the state convention attended 
by 300. The association has given more 


production of the individual organizer. 


Howard A. Maples of Rochester was 


O. Sam Cummings, state manager Kan- than 9,000 U. S. flags to cities, counties reelected head consul of the New York, 


sas City Life, Dallas; Grant L. Hill, 
vice-president and director of agencies 
Northwestern Mutual Life; Gene 
Andrews, Lincoln National Life, Los 
Angeles. A panel discussion sponsored 
by the Arizona Estate Planning Council 
featured E. Martin Larsen, First Na- 
tional Bank of Arizona; Arleigh R. 
Burton, C.P.A., Arizona State College, 
and William H. Messinger, Phoenix 
attorney. 


No. Cal. Leaders Elect 


D. Allan Yambert, New York Life, 
San Francisco, was elected president of 
Leading Producers of Northern Cali- 
fornia at the annual meeting. He suc- 
ceeds Lew Tilin, Mutual Life. 

Virginia Wood, Northwestern Mu- 
tual, is vice-president, and William W. 
Bullwinkle, secretary. 








and states, Mr. Newberry said. 


Fraternal Field Managers 
Chicago Program Is Set 


The program for the annual meetin 
of Fraternal Field Managers Assn., to 
be held May 24 at the Edgewater Beach 
hotel, Chicago, has been completed. 

W. Cable Jackson, Modern Woodmen, 
president, will open the meeting and 
greetings will be extended by John P. 
Stock, president of Maccabees and pres- 
ident of National Fraternal Congress. 

Rounding out the morning session will 
be panels on recruiting and financing of 
field representatives. Participants in the 
first will be Mrs. Wilma Rahn, Aid 
Assn. for Lutherans, and Thomas O. 
Hertzberg, Fidelity Life. On the latter 
panel will be John C. Phillips, Modern 


Woodmen; K. T. Severud, Lutheran 
Minn. Life Leaders Elect cn ca and Robert E. Morris, 
Maccabees. 


Leslie E. Westin, Northwestern Mu- 
tual, St. Paul, was elected president 
of Life Insurance Leaders of Minnesota 
at the annual meeting at Minneapolis. 
Orris Johnson, Mankato, was elected 
vice-president and Donald Berglund, 
Minneapolis, secretary. 


Four L.U.T.C. Classes at L. A. 


Four L.U.T.C. classes with a total 
enrollment of 108 are being held at Los 
Angeles this year. William C. Dodd, 
Crown Life, is chairman of the com- 
mittee in charge. 








Oberlin, Kan.—The Plainsmen associa- 
tion heard Ralph G. Brooks, superintend- 
of schools, McCook, Neb., speak on “100 
Ways to Kill a Meeting.” All life insur- 


The afternoon session will start off 
with a panel on training of field repre- 
sentatives. Speakers will be Robert 
Platt, Modern Woodmen; Richard H. 
Abernathy, Woodmen of the World; M. 
J. Emerson, Lutheran Brotherhood, and 
Alden Palmer, Insurance R. R. 
talk by Hal Nutt, director of the Pur- 
due course, will conclude the meeting. 


J. R. Fialka Named 
to High C. O. F. Post 


Catholic Order of Foresters has ap- 
pointed J. Ray Fialka director of or- 
ganization with headquarters at Chicago. 
He served as Iowa manager for Fidelity 
Life for seven years and before that 











Woodcraft Keeps on Growing 





Year by yexr the Woodmen of 


in membership, insurance in force, and financial strength. 
The following table indicates its progress in 1950: 


the World continues to grow 





o 





1949 1950 Increase 
Membership .............. beeline 426,700 429,490 2,790 
Insurance in Force ............. . -$494,493,557 $505,844,969 $11,351,412 
Gross Assets ..........-- a Sineee $170,429,491 $176,291,355 $ 5,861,864 
ed ee ore ee .- --$166,108,503 $170,471,566 $ 4,363,063 


WOODMEN OF THE WORLD 
LIFE INSURANCE SOCIETY 
Omaha, Nebraska 


Rhode Island, Connecticut camp _ of 
Woodmen of the World at the Elmira, 
N. Y., meeting. The Supreme Forest 
Woodmen Circle held its state conven- 
tion at Elmira with the W.O.W. 


AGENCY NEWS 


Office Gets Fifth Citation 


A president’s citation dinner for mem- 
bers of the Oshkosh, Wis., district office 
of Prudential was attended by personnel 
from Sheboygan, Fond du Lac and Ap- 
pleton in recognition of the fifth con- 
secutive year that the office has been 
presented a citation. Peter Zimmer, 
Milwaukee, director of Prudential agen- 
cies for Wisconsin, Nebraska, Minne- 
sota, Iowa and the Dakotas, presented 
the award to Norbert Landgraf, district 
manager. 














Award to Rhodes Agency 


The Jacksonville, Fla., agency of Mu- 
tual Benefit Life has won the 1950 
agency development award in recogni- 
tion of top growth and organization 
development among agencies producing 
less than $1 million in paid-for business 
in 1949. August C. Hansch, director 
of agency personnel, presented the 
award to Robert L. Rhodes, general 
agent. 

The agency had an increase of $808,920 
in 1950, ending the year with $1,667,260 
of paid-for business. 


Can Cover Students in N. Y. 


Insurers which make a specialty of 
writing accident contracts on students 
are expected to benefit by the bill signed 
by Gov. Dewey of New York. It per- 
mits common and union free school dis- 
trict trustees to insure pupils for injur- 
ies suffered in physical education classes 
and scholastic sports. 

Although New York state did not pro- 
hibit the coverage, the bill has been 
construed in some circles as a _ tacit 
endorsement of its need. Insurers that 
write it are expected to prepare special 
promotional material. 


RECORDS 
































Columbus Mutual agents sold more 
business in March than in any previous 
month in the company’s history, with 
$6,082,233 new business submitted, a 40% 
gain over March, 1950. Placed business 
for March showed a 59% increase. The 
first three months of 1951 show a 54% 
increase over the first quarter in 1950. 

Business Men’s Assurance in March had 
one of the most successful months in its 
history. New paid for life was an all- 


time high, totaling $13,030,237, com 
with $9,714,383.00 in 1950, and brin 
life insurance in force to $484,293 
For the first quarter the total of all b 
ness, including A. & H., group and r 
surance, is 3% ahead of the same pe 
last year. 

Ordinary sales of Bankers Life of 
were approximately 10% ahead of 
year for the first quarter, totaling $99. 
054,288. Group sales for the same pe 
were $13,715,964, for a first-quarter ney 
business total of $42,770,252. Insurance fy 
force March 31 was $1,583,542,190, mag 
up of $1,266,347,068 ordinary and $317. 
195,122 group. Assets now are close ty 
$550 million. 


SALES MEETS 


Prudential Holding Rallies 


The first of Prudential’s district agen. 
cies regional conferences is taking place 
at Atlanta, April 12-13. More than 45) 
district managers, staff managers and 
district agents from eight southern states 
are meeting with home office officials for 
a series of discussions on sectional up. 
derwriting practices and home office 
procedures. 

Altogether more than 7,300 field rep. 
resentatives will participate in 11 re 
gional conferences to be held at Atlantic 
City, New York City, Lake Placid, 
Palm Beach, Pasadena and San Fran. 
cisco. 

Some 70 leading ordinary agents from 
five southern agencies gathered at Hot 
Springs, Va., with company executives 
for the first of a series of “inter-agen- 
cies” conferences in which more than 
1,100 field men will eventually partici- 
pate. Successive conferences will be 
held in various sections of the country 
through June. Attending will be agency 
managers, assistant Managers, agents 
and brokers. 


American H. & L. Congress 


There were 200 attending the annual 
sales congress of American Hospital & 
Life at Gulfport. After the congress, 
six agents who had qualified for mem- 
bership in the President’s Club, left for 
a trip to Havana as guests of President 
S. E. McCreless. 


OKs Agent Licensing Bill 


The Oklahoma senate insurance com- 
mittee has reported favorably on Com- 
missioner Dickey’s agents’ licensing bill. 
_ The bill sets up three classes of agent 
licenses, they being policy-writing agent, 
soliciting agent and life agent. No li- 
censes would be issued under any of the 
three classifications until the applicant 
has passed an examination for one or 
more of six kinds of insurance, which 
are listed as life, mutual benefit insur- 
ance, A. & H., motor vehicle, fire and 
allied lines, and casualty. The measure 
sets up a definite procedure through 
which the applicant would obtain a li- 
cense and makes provision for appeal 
when an applicant does not make the 
required grade. 























; (INCREASE YOUR INCOME; 


You make more money selling when you represent 
a society that has a complete line of modern life 
insurance contracts. 

Life insurance contracts that provide PROTEC- 
TION to take care of every need—INCOME for the 
assured — PR ON FOR DEPEND 5 
EDUCATION of children—MORTGAGE psyment— 
ACCIDENT protection—SALARY replacement, help 
increase sales. 

Rates and Reserves based on the latest and most 
modern C.S.Q. mortality table and 2%% interest 
sssumption. 


For information write to 
J. Allen Porterfield, Field Manager 
Sell the Best — Sell for the 
EQUITABLE RESERVE ASSOCIATION 
Life Insurance for Men, Women and Children 
Neenah, Wisconsin 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
A Legal Reserve Fraternal Benefit Society 


Agnes E. Koob Dorothy H. Needham 
Supreme President Supreme Secretary 
Port Huron, Michigan 
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Sales Ideas and Suggestions 


The Minnesota sales congress held in 
connection with the midyear meeting of 
National Assn. of Life Underwriters at 
Minneapolis drew an attendance of more 
than 700 from _a wide area. 

Robert L. Utne, Penn Mutual, St. 
Paul, was moderator for a panel on 
approaches. : 

R. J. McDonald, Aetna Life, Two 
Harbors, operates in a small, north-state 
town. He uses a three-step business 
insurance approach in which he has been 
highly successful. For example, on 
Tuesday he sends out a pre-approach 
letter in which he tells the prospect 
he will phone for an appointment. 
Thursday he telephones and makes the 
appointment. He reassures the prospect 
on the phone that he wants to see him 
for five minutes to place some informa- 
tion before him. The next day he makes 
the call, moving right into his sales talk 
with no preliminary conversation. He 
opens with the problem of transferring 
the prospect’s business to his family 
at its full, going-concern value in case 
the man should die. 

Sells Nine Out of 12 

Carl T. Gauck, Northwestern Na- 
tional, Fairmont, described the purpose 
of the approach as getting the pros- 
pect to listen. He uses direct mail. 
From 12 direct mail repliers he sold 

nine on the first interview for more 
than $60,000. While he gets his replies 
by offering a premium when he calls, 
he gives the name of his company and 
states that “our company has received a 
request for information from you.” This 
puts the prospect in the position of 
having asked for information although 
perhaps his main object was to get the 
pencil or notebook that was offered. The 
premium is, of course, given to the 
prospect. Mr. Gauck has done consid- 
erable work with newcomers to the 
community, helping them in many ways 
incident to getting adjusted to a new 


City. 

He makes effective use of this ques- 
tion: “Are you satisfied with the money 
you saved last year?” Another question 
he uses is, “Where did you go to col- 
lege? Probably you want your son or 
daughter to go there, too.” Another 
angle is this: “Do you realize that so- 
cial security benefits to widows have 
been increased? But if proper steps are 
not taken now, a widow may lose 
thousands of dollars. Let me explain 
more fully.” 


Sells to Professional Women 


G. E. Schadow, Central Life of Iowa, 
Minneapolis, concentrates on sales to 
women, mostly those in professional 
work. He succeeds in making these 
women feel that his desire to serve is 
at least as great as his desire to sell. 
He realizes that women like to window- 
shop. He makes all his appointments 
by telephone and explains, “It doesn’t 
cost anything to look this plan over. 
I'll stop by tomorrow night and show it 
to you.” He is careful to keep his 
language simple and free from techni- 
calities and his sales presentation short. 
€ may ask: 

Miss Prospect, may I ask you how 
long you have been working? How much 
of your first year’s salary do you have 
now? Perhaps that is an unfair ques- 
tion, but how much of the first five 
years’ income have you saved?” 
Whether the woman can save or not, 
she needs the plan. 

W. B Garnaas, Bankers Life of Iowa, 
Minneapolis, feels that the prime requi- 
Site in getting the prospect’s barriers 
down is a conviction in oneself that the 
Prospect will benefit by the agent’s 














































“| Minn. Sales Congress Pulls 
Crowd F'rom Wide Area 


call whether a sale is made or not. Mr. 
Garnaas recognizes that the prospect is 
usually wondering how long the agent 
is going to stay. Mr. Garnaas says 
something like this, after giving his 
name: “May I assure you I am going to 
stay only a few moments.” 


Baltimore Account 


One opener that he uses is, “I stopped 
in to see you about your savings ac- 
count in Baltimore.” This mystifies the 
prospect, and Mr. Garnaas then gets 
into his social security talk. 

Another opener is, “If my _ service 
could increase the value of your present 
life insurance to your family by 30% 
at no cost to you, you’d be interested 
wouldn’t you?” 

If none of these openers is effective 
in selling the interview, Mr. Garnaas 
may say, “Let’s forget about any future 
date, but while I’m here, is there any- 
thing you’d like to know about social 
security, veterans’ benefits, the spend- 
thrift clause, or retirement values of 
your insurance?” 

Mr. Utne, the moderator, said that 
the function of the approach is prob- 
ably underestimated by most agents and 
too much taken for granted. The ap- 
proach’s function is solely to sell the 
interview on a favorable basis and many 
sales are lost because they try to go 
beyond selling the interview. 


“Blue Collar” Market 


Charles J. Zimmerman, associate man- 
aging director of L.I.A.M.A., empha- 
sized the importance of the “blue collar” 
market, which he said is growing rapid- 
ly. The life insurance business first 
became conscious of this market in the 
early 1940s but was not very successful 
in cultivating it and at that time ration- 
alized that it was a result of the war 
boom and would evaporate. 

However, this new class of buyers 
proved not to be temporary but has 
become the most rapidly expanding of 
all markets. Many prospects in this 
group have bought their own homes and 
are enjoying a much higher standard of 


living. He emphasized that it is neces- 
sary to understand the thinking of these 
buyers, which is different from that of 
the white collar groups. It is also 
necessary to educate this market to a 
full realization of their responsibility. 
This, he said, requires patience and per- 
haps a different type of salesman from 
the strictly ordinary agent. He sug- 
gested that the agents best adapted to 
this work were those with an industrial 
background, not necessarily industrial 
insurance but perhaps brought up in an 
industrial worker’s family or with ex- 
perience in working in industry. . 

The industrial agent would be qual- 
ified to serve this type market but it 
has grown beyond weekly premium in- 
surance and there is a lot of slack that 
has not been taken up, Mr. Zimmerman 
said. 


John Moynahan Speaks 


John D. Moynahan, Metropolitan 
Life, Chicago, president of N.A.L.U., 
emphasized that no one is in a better 
position than the agent to carry the 
message of personal thrift, responsi- 
bility, dignity, liberty and freedom. 

“Life underwriters have a product to 
sell but at this crucial moment in our 
country’s progress we thave more than 
a product to sell, we have a way of 
life to defend, to praise, to improve,” 
he said. “We have a responsibility to 
call attention to signposts at these 
crossroads.” 

There was a panel on handling ob- 
jections at which H. Mason King, 
Northwestern Mutual, Minneapolis, was 
moderator. He also enacted the role of 
prospect and did an excellent job of 
making him in turn slippery, unre- 
sponsive, carping and just plain ornery. 

Other participants were Ellen Putnam, 
National Life of Vermont, Rochester, N. 
Y.; R. T. Cummings, Provident Mutual, 
Minneapolis; L. E. Westin, Northwest- 
ern Mutual, St. Paul, and Walker Farr, 
Equitable, Minneapolis. 

This panel included much lively give- 
and-take and got many laughs. One 
point where the audience laughed most 
appreciatively was when the prospect, 
cornered and with all his defenses vir- 
tually shot away, said, “Well, before 
I buy any more life insurance I think 
I’ll reinstate my G.I. insurance.” But 
Mr. Westin had the answer for that 
one, pulling out an NSLI reinstatement 


blank saying that when the prospect had 
completed this it would be best to re- 
view his program and see how his NSLI 
would fit into his other coverage. 

The program was brought to a close 
by Paul Speicher, president of Insur- 
ance R. & R., who gave a stirring 
address on “Inflation and Life In- 
surance.” 


Invites Questions from 
Prospect Before Closing 


Donald Huddleston of the Frank G. 
McNamara agency of Old Line Life at 
Waukesha, Wis., has found it good 
strategy to stop and ask his prospect 
“Are there any questions?” instead of 
pressing for the close. It gives the pros- 
pect a chance to clear up any points in 
his own mind that may be holding him 
back from buying. In his first month in 
the business Mr. Huddleston paid for 
$156,000 on 14 cases, the largest case 
being $16,000. 











Surgical Plan in Georgia 


Eleven insurance companies and 1,216 
of the 1,750 practicing physicians in 
Georgia expect within 60 days to start 
writing business under the “Georgia 
plan” for surgical insurance. 

Georgia Medical Assn. has published 
a schedule of surgical benefits listing 
several hundred operations and has made 
provisions for payment of any other 
surgery. The plan provides full pay- 
ment of surgical fees for individuals 
with yearly incomes of $2,400 or less, or 
families who earn $3,600 or less. Those 
with higher incomes may participate to 
the extent of maximum benefits, but 
doctors are not restricted as to fees. It 
is expected that about 20 insurance com- 
panies will participate eventually, and 
it is estimated that when sold on a 
group basis the plan will cost between 
45 and 88 cents a month for individuals 
and $2 to $2.60 for families. 


Work on New Tax Plan 

WASHINGTON — Joint tax com- 
mitteemen of Life Insurance Assn, and 
American Life Convention, meeting with 
Robert L. Hogg and Eugene Thoré, 
reportedly were considering a new plan 
to be proposed in behalf of the business 
for taxing life company income. How- 
ever, no details were available. 















AMERICA 


Rock Island, Illinois 


NAME 


A REAL DOOR-OPENER 


At no extra cost, those insured by Modern Wood- 
men automatically receive the benefits of THE POLIO- 
PROTECTION PLUS plan. When you sell Modern 
Woodmen insurance you can offer: 
@ Immediate payment of $250.00 when polio strikes. 
@ Payment of an additional $250.00 if the attack results 
in crippling after-effects or in death. 
@ Both at no extra cost. 
Remember . . . Modern Woodmen of America offers the Polio- 
Protection Plus at no extra cost. This remarkable aid to effective 
prospecting gives the Modern Woodmen agent more interviews — 
more sales— more income. 
(Choice territory and attractive contracts for agents) 


FILL IN AND MAIL TODAY 


MODERN WOODMEN OF AMERICA 


Please. furnish me complete information about Modern Woodmen'’s 
exclusive Polio-Protection Plus plan. 








ADDRESS 


STATE 
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Connecticut Sales Congress Attracts 500 
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pect can’t lose since the company must 
pay in any event. Should it go down, 
his family will at least have what it is 
suggested he now provide. 

If the prospect still doesn’t agree to 
buy, Mr. Huppeler suggested the agent 
pick up all of the charts and papers and 
place them between the prospect and 
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thing like: “Mr. Prospect, here I am on 
one side of the fence trying to get you 
to do something for your family and 
you’re over there thinking up every 
darn excuse you can not to do it. Is 
that right? Why don’t you get ex- 
amined and buy this insurance?” 


“FOUR REASONS” CLOSE 








A “four reasons for not buying” pres- 
entation was another of his closing sug- 
gestions. The agent tells a prospect 
that in his experience he has encount- 
ered four reasons why people don’t buy 
life insurance. He asks the prospects 
about each one of these reasons. The 
conversation goes something like this: 
“The first reason people don’t buy, Mr. 
Prospect, is that they don’t need it. Is 
that your situation?” Depending on his 
answer which is almost always an ad- 
mission that he does need life insur- 
ance, the agent goes on and tells him 
what the second reason is. “They don’t 
fully understand it or they are afraid 
of a trap.” If the prospect says he 
doesn’t understand the plan, the agent 
explains it again. If he’s afraid of a 
trap the agent shows him letters of 
personal recommendation, builds his 
confidence in the company, etc. 

Once through these two objections, 
he moves to the third one which is 
“afraid of the future.” This may be an 
inflation objection or any one of many 
other standard buyer evasions. The 
agent uses his training and gives an 
appropriate answer. 

The fourth objection is “it costs too 
much.” This reason may require ad- 
justing premium payment to the pros- 
pect’s budget by putting it on a monthly 
payment basis, etc. 

The agent continues: “Those are the 
general reasons why people don’t buy 
insurance, Mr. Prospect. Do you have 
any other reasons?” (There is always 
another reason. The agent must find 
out what it is.) If there is no informa- 
tive response the agent says: “Oh, I 
forgot to tell you there is one more 
reason. It’s procrastination. Men say 
they want to talk it over with their 
wives or that they themselves want to 
think it over.” Mr. Huppeler developed 
this point by telling a story about how 
any wife will tell her husband she 
doesn’t want flowers if he asks her if 
he should buy her some. But she is 
always happy to have them if he buys 
them on his own. The reaction of a 
wife to her husband’s buying insurance 
often is negative because she doesn’t 
want to think of his dying. She thinks 
he is immortal. Or, she wants the 
money for the children, a new coat, or 
something else. Tell the prospect that 
a wife can change her mind and decide 
on any of these things. A widow can’t. 
If the prospect says he wants to think 
it over, Conversationally pound on his 
obligation to buy now. 


Successful Agent’s Anatomy 


A thorough description of the anat- 
omy of the successful agent was offered 
by A. Gordon Nairn, director of Pru- 
dential Canadian agencies. Mr. Nairn 
is an accomplished humorist familiar 
with several dialects. He must be heard 
to be appreciated fully. 

An agent must think positively, he 
said, knowing that the answer would 
be an emphatic “yes” if he asked him- 
self if he’d buy what he is trying to sell 
his prospect if he were in the prospect’s 
position. Life insurance isn’t just a 
solution to the prospect’s problem, he 
said. It is the only solution for the 
estate problems of the vast majority of 
people. Mr. Nairn drew upon his early 
legal background to suggest that agents 
cross examine each prospect to get the 
facts. Don’t settle for the version he 
offers, he advised. Once the prospect 
admits the truth, his need for insurance 
is exposed. 


Owens W. Eames, Northwestern Mu- 
tual, Boston, gave his talk “Persuasion 
Is Our Business” which has been pre- 
viously reported. 

The day’s events were excellently 
summed up by John Marshall Hol- 
combe, managing director of L.I.A.M.A., 
in the friendly, professional style to 
which he has accustomed a vast num- 
ber of life insurance audiences. 


Can't Utilize All 
Investment Roads 
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investment gain will counterbalance the 
loss can the loan be made. Heretofore 
there has been no problem of a loss, 
merely a disposition of a low yield gov- 
ernment for something better. 

The Treasury and federal reserve have 
expressed themselves as being gratified 
with the response of private investors to 
the new 234% issue. Private investors 
converted $7,867,000,000 of their eligible 
24%s and government agencies $5,583,- 
000,000, o total of $13,450,000,000. This 
left about $6 billion of the convertible 
2'%s outstanding when the books were 
closed. The halving of the exposure to 
dumping is generally regarded in mone- 
tary circles as a salutary anti-inflationary 
move. 


Picture to Change in Summer 


The floor of mortgage commitments 
is not expected to run out until July 
or August. Then the trend to a tight- 
ened supply may reverse itself. 

It is also possible that some commit- 
ments may not work out, due to alloca- 
tion of housing materials. In that event 
investors will find disposable money on 
hand sooner than they had expected. 

Weakness may develop in the corpo- 
rate demand as closer scrutiny is given 
to borrowers’ requests under company 
policy of cooperating with the volun- 
tary agreement of all lending agencies 
and government to avoid inflationary 
loans. 

The continued settling of the price 
of governments under the federal re- 
serve’s new controlled price policy will 
also encourage an increase in the in- 
terest rate and tend to reduce credit. 

If the supply of lendable funds should 
increase by midsummer, companies may 
be buying governments again. Some 
companies have gone into the market 
slightly at its recent low level but this 
was unusual. This may increase as 
private demand slackens because of de- 
fense production developments. The 
Treasury is expected to be seeking addi- 
tional money in late summer to finance 
military expenditures. It may offer more 
long term bonds. It is thought doubt- 
ful, however, that it will go higher than 
234% on any new bonds and, if they 
are marketable, they may be offered at 
25%, intermediate between the old mar- 
ketable 2%s and the non-marketable 
234s. 


Lincoln National Leaders 


The northern Indiana agency, with 
headquarters at Fort Wayne, and the 
Helvie agency, with headquarters at 
South Bend, ranked first and second 
among all the agencies of Lincoln Na- 
tional Life in total paid production for 
the first three months of 1951. ; 

The Wright agency at Indianapolis 
and the Becker agency at St. Louis 
ranked first and second in paid business 
for March. 


Ohio Legislation Lagging 
Practically no insurance bills have 
reached the final stages in the Ohio legis- 
lature, which is talking about adjourn- 
ing in June. There does not seem to be 
much activity on behalf of a compulsory 
temporary disability measure. Other bills 
before the legislature would prohibit 
payment of commissions to unlicensed 
life agents and would provide for an 
assistant superintendent of insurance. 





Selectors Elect 
Webster President 
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they had never heard of their legal and 
other departments. 

Thomas Irvine, actuary of L.I.A.M.A, 
advised the selection men to talk and 
think about persistency as well as mor. 
tality on the business they handle. He 
said, “everywhere we turn we are led 
to the conclusion that the agent is the 
key man in the production of persistent 
business. But before we can _ expect 
results from agents, there must first 
be an attitude of intolerance toward 
unnecessary lapsation, not just an atti. 
tude of the agent, nor of the manager, 
but an attitude which permeates each 
company from the very top down.” 


Put Story Across 


He suggested that the home office un. 
derwriter supervise the agent on a 
regular basis by reviewing his lapse 
record consistently and isolating the 
individual sources of high lapse. He 
commented, “You, in handling indi- 
vidual applications, are in a position to 
help the manager in almost every one 
of the steps we suggest. Be conscious 
of the fundamental factors behind per- 
sistency. Become familiar with the ideas 
behind the persistency rater. Make test 
checks from time to time. Know what 
kind of business is coming in daily, 
from a persistency as well as a mor- 
tality point of view and what agents 
are producing what kind of business. 
Help train field office personnel in what 
leads to persistency. Write letters to 
the agent who is constantly sending 
in low-grade business, saying not just 
that it is low-grade business, but also 
why it is low-grade. Inform his manager 
as well. Write articles for your com- 
pany’s house organ about company re- 
sults and the relationship of the various 
districts and agents. Promote the Na- 
tional Quality Award. Pick out a few 
agents who are doing a good job and 
tell about them.” 


Mentions Industrial Factors 


While in the ordinary field, the value 
of persistent business can be wrapped 
up in an attractive sales package, the 
L.I.A.M.A. persistency rater, there is 
not a similar device for industrial busi- 
ness and persistency in this business 
is highly important, Mr. Irvine declared. 
However, the causes of persistency are 
the same. Factors such as income, oc- 
cupation, age and sex are symptoms of 
persistency but not causes of it. The 
real causes are stability of character, 
willingness as well as ability to pay, 
the fitting of policies to needs, and 
premium payments suited to the cir- 
cumstances of the client, he declared. 
To this must be added the good judg- 
ment of a sincere and well-trained agent. 








Estate Planning School 
Ties in with N.Y.C. Vacation 


NEW YORK — The New School for 
Social Research will conduct a two-week 
summer course in estate planning de- 
signed especially for the needs of out- 
of-town field men who wish to combine 
a summer vacation in New York City 
with their studies. 

Stuart A. Monroe, associate general 
agent of the Solomon Huber agency of 
Mutual Benefit Life, will trade roles in 
this course with Mr. Huber and_be 
chairman of the study session. Mr. 
Huber will be the assistant chairman. 

The hours of instruction have been set 
for 9:30 a.m. to 12:30 p.m., Mondays to 
Thursdays, inclusive, for two weeks be- 
ginning July 16. Tuition is $50 plus a 
registration fee of $6. Registration by 
mail at the school is acceptable. The 
address is 66 West 12th street, New 
York City 11. 

The preparation course for the New 
York state life insurance agents’ exami- 
nations in May will begin April 14 and 
run for four consecutive Saturdays. 
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The upsurge of interest in non- 
cancellable Accident and Health 
insurance has focused the atten- 
tion of progressive underwriters 
on our position of leadership in 
a specialized field. 


INSURANCE YGCOMPANY 
WORCESTER» MASSACHUSETTS 


Frank L. Harrington... 1... 2-2 ee ee President 


Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


NON-CANCELLABLE ACCIDENT & HEALTH e LIFE e GROUP 


Agency representation in the 48 states, the District of Columbia and Hawaii 


CHOOSE //ywt PROGRAM 
TO MAKE SECURITY 
SECURE 


You—of yourown 
free will — choose 
the Life Security 
you and your fam- 
ily want, when 
you select your 
Life & Casualty 
'. program. You get 
what you pay for 
—not a dole. 
Investigate now! 
Compare, too! 








Life and Casualty 
Owritt Insurance Company of Tennessee 
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903 the PLUS Value + 
that Counts 


Wren you can offer your assured HEALTH 
—ACCIDENT and HOSPITALIZATION in addi- 
tion to the usual LIFE insurance program, then 
you are in an enviable position. If you want to 
know more about this ideal combination, write to 
Wm. D. Haller, Vice President and Agency 
Manager. 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire 









































Formula © 
for a 


HAPPY 
LIFE! 


One of a series of advertisements illustrat- 
ing how a representative of The Equitable 
Life Assurance Society serves his community 


by selling life insurance. 





THE, CQUITABLE 
FE ASSURANCE 


SOCIETY 


OF THE UNITED. STATES 
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PARKINSON, 


Like most great discoveries, this formula for a happy life 
can be reduced to simple terms— 


THE PROBLEM: That age-old question: “What career will 
bring me both financial security and a sense of service to 
make me happy?” 


THE MATERIALS: A man of more-than-average ability and 
integrity. 

Time 

A Company 

People 


THE SOLUTION: Take the man, let him spend a year (365 
days) as a representative of The Equitable Life Assurance 
Society (E.L.A.S.), and the result will be a new career 
composed of smiling customers, bound to him by ties of 
gratitude and appreciation. 

There are many personal equations for a good life. But 
none is more richly rewarding in its sense of achievement 
than this formula adopted by the thousands of men who 
serve their communities as representatives of The Equi- 
table Life Assurance Society. . 


LISTEN TO “THIS IS YOUR FBI”... 
the files of the Federal Bureau of Investigation... 
tribution sponsored in his community by The Equitable Society Representative. 


EVERY FRIDAY NIGHT + ABC NETWORK 


official crime-prevention broadcasts from 
another public-service con- 


President + 393 Seventh Avenue, New York lI, 





N.Y. 


